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REPLACING PROPERTY 
DAMAGED BY FIRE 


Decision in Prairie Oil & Gas Case Dis- 
cussed By William B. Ellison 
Counsel for Plaintiff 








NO WRITTEN OPINION GIVEN 





Contended That Replacement Provision 
Applies Only to Time and Place 
of Fire 





Tnere has been considerable misun- 
derstanding on the Street regarding 
the verdict of $25,290 for the Prairie 
Oil & Gas Co. in its suit against the 
Globe & Rutgers, based on the burning 
ef large storage tanks of the Prairie 
Company at Drumright, Okla. and at 
Shannondale, Mo. The tanks contained 
175,000 barrels of petroleum of the 
value of 75 cents per barrel—in all 
about $155,000, in addition to waich 
there was $20,000 insurance upon the 
tanks themselves. The first of the 
claims to be brought to trial was that 
against the Globe &. Rutgers, which 
nad 15 per cent. of the loss, 

The testimony offered on behalf of 
defendant went to show that the price 
of oil had dropped sharply, following 
the fire in question, and that in a 
monta later it was down to 55 cents 
rer barrel. Under these circumstan- 
ces <he Company claimed that it was 
entitled to replace the oil burned, 
which could be bought at the rate of 
65 cents per barrel at the time when it 
was contended an offer to replace was 
made. 


Asked for Further Information 


Publisned reports of the case indi- 
cece that the decision is in no sense 
conclusive as to the right of compan- 
ies to elect to replace damaged or de- 
stroyed property with property of a 
similar kind. [In order to get further 
iaformation than reported in daily pa- 
pers, a well-known underwriter wro<e 
to William B. Ellison, counsel, as fol- 
lows: 

“The information is indefinite to the 
ley mind as to the exact reason for tie 
decision in favor of your client, and I 
would appreciate very much if you 
could give me a copy of the judge’s 
opinion or such other document as will 
show what effect this decision has or 
will have on taat clause in the stand- 
ard contract which gives the company 
the option of replacing the damaged 
goods. That is an option which is 
rarely exercised by companies, and 
when occasion demands, it is very use- 


(Continued on page 14.) 
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“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





ELBRIDGE G. SNOW, President 





The Largest Cash Assets of any Fire Insurance Company in 


America are Back of Every Policy Issued by “THE HOME” 


FIRE AND ALLIED BRANCHES OF INSURANCE 





Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 




















Established 1809 


North British 
and Mercantile 
Entered United States In surance Ce». 


1866 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 























SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
I transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided — 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 











SPRINGFIELD, MASSACHUSETTS 











ROBERT LYNN COX 
GOES TO METROPOLITAN 





Resigns as Manager and General 
Counsel of Life Presidents’ 
Association 





HEADS FARM LOAN DIVISION 





Third Vice-President Along With 
Messrs. Ayres, Taylor, Frankel— 
Woodward Second Vice 





Robert Lynn Cox has resigned as 
general counsel and manager of the 
Association of Life Insurance Presi- 
dents to accept a position as third 
vice-president of the Metropolitan Life. 
At the same time it is announced by 
President Hegeman, of the Metropoli- 
tan Life, that Third Vice-President 
Woodward will become a second vice- 
president, the other second vice-presi- 
dent being George H. Gaston; that 
Fourth Vice-President Ayres, Fifth 
Vice-President Taylor and Sixth Vice- 
President Frankel will become third 
vice-presidents; and that George B. 
Scott has resigned his position as as- 
sistant secretary and become fourth 
vice-president of the Company. He 
will remain in charge of the Pacific 
Coast head office. “The first duty of 
Mr. Cox,” Mr. H geman said, “will be 
the organization f a new division of 
the office for the making of farm 
bond and mortgage loans.” 

With Association From Beginning 

Mr. Cox has been identified with the 
Association from its beginning, having 
been appointed secretary and attorney 
at the time that Grover Cleveland was 
made its first chairman and general 
counsel, early in the winter of 1907. 
When Mr. Cleveland died in June of 
1908, Mr. Cox was chosen as head of 
the organization. 

Mr. Cox entered upon the work of 
the Association shortly after the con- 


clusion of four years’ service as a 
member of the New York Assembly, 
which service included the period of 
the Armstrong legislative investigation 


and the enactment of the life insur- 
ance laws resulting therefrom. He 
was a member of the Joint Legisla- 
tive Committee which conducted the 
investigation in 1905 and also of the 


Assembly Standing Committee on In- 
surance which in 1906 acted upon the 
report of the Joint Committee. It was 
during these two years that he had his 
first intimate contact with the life in- 
surance business. 
Born on a Farm 

Mr. Cox is a Middle West man, born 
on a farm in Joe Davies County, IIlL., 
in 1865. He was educated in the local 
country schools, and when 19 years old 
went to Buffalo, N. Y., where he en- 
tered the employ of the Buffalo School 
Furniture Company., Beginning as 


shipping clerk in the foundry depart- 
ment, 


he had become superintendent 
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at the time he gave up that work. He 
next became associated with his uncle 
in the publishing and printing business, 
and while engaged in this activity he 
took up the study of law and was ad- 
mitted to the bar in Buffalo in July, 
1898, after having received from the 
University of Buffalo the degree of 
LL. B. He engaged in the practice of 
law, being the senior partner succes- 
sively in the firms of Cox & Kimball; 
Cox, Kernan & Kimball; Cox, Kimball 
& Stowe. These firms engaged in gen- 
eral practice of the law. 

While a resident of Buffalo, Mr. 
Cox was a member of the New York 
Assembly in 1903, 1904, 1905 and 1906. 


Included among the various commit- 
tees on which he served during that 
period, in addition to those already 
named, were Cities, General Laws, 
Codes and Judiciary. - He was chair- 
man of the last named committee in 
1906. 


Mr. Cox is a Royal Arch Mason and 
Odd Fellow. He is a member of the 
Phi Delta Phi Fraternity, Association 
of the Bar of the City of New York, 
of the New York State Bar Associa- 


tion and of the American Bar Associa- 
tion. He is a member also of the 
Manhattan and Republican Clubs in 


New York. 





SINGLE PAYMENT POLICIES 
Adaptability of These Contracts for 
Men Sharing in Nation-wide 
Prosperity 
There nas never been a time when 
this country was sO prosperous or 
when the cost of living was so high. 
Ir consequence of the large. profits be- 
ing made by some men it is an espe- 


cially opportune time to show the ad- 
vantages of life insurance as a safe 
sure investment. Some are making 


money so rapidly that they find it diffi- 
cult to invest their surplus, and agents 
are therefore realizing the adaptability 
of single payment life policies to cases 
of this kind. In order to assist the 
field force in illustrating single pay- 
ment life policies the following table 
has been prepared by the Northwestern 
Mutual Life: 

Dividends Payable in 1917 on Single 
Payment Life Policies Issued in 1916. 





Age at Age at 
Issue Dividend Issue Dividend 
é 7 | Sa eae 41.79 
eae 42.57 
FO ey err 3.3 
_ erat, be 44.21 
OB iawtiewen 45.07 
RE oink staan 45.95 
eee 46.86 
_» aS Meares © 47.79 
iS bal5 5 > ates 48.75 
Se re 49.74 
pe 50.76 
Deca a stemdunn 51.79 
eee 52.86 
Serre 53.93 
Ses 55.04 
ae 6.16 
| Re 57.30 
NER eee 58.46 
See eee 9.63 
Ea ee 60.83 
Se eee 62.04 
Tnese dividends are composed of 
surplus contributions from expense, 
mortality and interest while subse- 
quent dividends, being on a full paid 
basis, have but two factors, i. e., Mor- 


tality and interest. 

The dividend payable will be that for 
the attained age of the insured on the 
anniversary of the policy for each sub- 
sequent year. To illustrate the Nortn- 
western takes a single payment life 
policy issued at age 35. The first divi- 
dend on the 1917 scale would be $38.20 
and subsequent dividends as follows: 

Attained Age 


Kind of Year of Insured Dividend 
2 37 $8.07 

3 3 8.20 

4 39 8.33 

5 40 8.46 

etc. etc etc. 





Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


* AMARILLO 


DENISON, 
DALLAS, TEXARKANA® 

FT.WORTH . 

GREAT 


THE 
BIG 
TEXAS 


For Agency Contracts address 


0. S. CARLTON 


PRESIDENT 


SAN ANTORNIOe - 
*DELRIO 














Hotel Astor, New York, Covers 1,400 


TWO INTERESTING GROUPS W. LYLE REID NOW MANAGER 





Succeeds His Father, John R. Reid, in 
Eastern Ontario for Sun Life 
of Canada 


Employes and Bridgeport Co. 
Also Insures 


W. Lyle Reid succeeds his fa‘her, 
John R. Reid, in the active management 


The Travelers has just closed two 


interesting group cases. One covers th ‘ 

; of > easte ivisi 
al] the employes of the Hotel Astor, ¢ - cern Ontario division of the 
cat a “A xi Sun Life, of Canada. Mr. Reid, senior, 
New York, numbering 1,400 persons. will continue in an advisory capacity in 


A 


or 
each succeeding year’s service an ad- 


d 


employes 


( 


$2,800. 


the position which he has held for 
twenty-three years. W. Lyle Reid has 
been joint manager of the eastern On- 
itional $100 is added. Some of -he tario division for a number of years. 
Dawe: geen Wie See Botdl 
surteen years and receive policies for 


ll in the employ of the hotel one year 
more receive a policy for $500 and 


‘ce receives $500 in case of total disa- 
bility, or nis heirs receive $500 in event 


The other group risk was the Bullard cf his death. At the end of «he first 
Machine Tool Co., of Bridgeport, Conn,, year the policy is increased to $600 
iavolving 1,000 employes and about and each year of service adds $100. 
half a million in insurance. Each em- The Bullard Company pays the entire 


ploye who has given six months’ serv- 


premium. 








“The Company for Men who Want to Grow” 


ESTABLISHED 1860 


THE GERMANIA LIFE 
INSURANCE COMPANY 


| 
OF NEW YORK | 
| 





Two good opening’ in splendid 


territory for men with good records 





For Particulars Address 


T. LOUIS HANSEN, Superintendent of Agencies 
50 Union Square, New York, N. Y. 














NEW YORK LIFE LEADERS 
Rosen Heads List—Lawrence Priddy 
Fifth, Harold Pierce Next—Two 
Oklahoma Leaders 





Records of the New York Life up to 
November 1 show the following as the 
leading personal producers for the ten 
months. H. B..Rosen stands first. Law- 
rence Priddy, in spite of his many du- 
ties in connection with the offices of 
vice-president of the National Associa- 
tion of Life Underwriters and president 
of the Life Underwriters’ Association, 
of New York, stands in fifth place and 
ranks one ahead of Harold Pierce, of 


Philadelphia. The leaders in the order 
of their standing follow: 

Name. Branch. 
1. H. B. Rosen ....Park Row (N. Y.) 
eS ee Oklahoma. 
S AB; Ga PAO os wkccncon Oklahoma. 
4 


.. Stock Exchange, 
(Chicago.) 
5. Lawrence Priddy Manhattan (N. Y.) 
6. Harold Pierce ....Phila. Cl. House. 
7. Isidore Spiegel Park Row (N. Y.) 
8. Geo. W. Taylor ....Mo. Cl. House. 
9. Michael Rubin ... Yorkville (N. Y.). 


. Jay H. Emerson 


10. Herman Bendiner Phila. Cl. House. 
11. Paul T. Bell ..San Francisco Cl. O. 
12. A. S. Browne ........New England. 
a ae oS... ee Cleveland 
14. Barnett Holstein .....Metropolitan 
ee a er West Mass. 
a a rier Seattle 
7; 3. a SE Siaccsuscees Wisconsin. 
18. Chas. H. Webster ..... Binghamton. 
19. Wm. Edwin Nichols Stock Exchange 
(Chicago. ) 

20. Baer Horvitz .......... Pittsburgh. 
eae er Metropolitan 
OF. TK, ME; ON op cc ccisasices Charlotte 
SG. BORO 66 cckuscacen Central. 
28. A TE. VIGOR occa vcinncams Montreal. 
25. Benj. Anchell Union Square (N. Y.) 
26. Max Davidson ....Grand St. (N. Y.) 
27. W. B. Reeve ..... Seaboard (N. Y.) 
28. Arthur G. Berry ..Montana (N. Y.) 
29. Jos. Navison ........New England. 
30. W. D. McGurn ..Manhattan (N. Y.) 


31. Sidney S. Landau Manhattan (N. Y.) 


32. Lewis E. Steiner ........ Cleveland 
> i a a | ne New England. 
34. Charles Horowitz Grand St. (N. Y.) 
35. Adelardo Navarro ........ Havana 
36. Alex. Dumas, Jr ..Seaboard (N. Y.) 
i i. ae New England. 
38. Sol John Vogel ..San Fran. Cl. O. 
39. Abraham Seff ...... Knickerbocker 
Oe. 2 Se RN x oveesascns Seattle. 
ee SO ae Little Rock. 
42. W. A. Ogden ............Nashville. 
S. Charies J. Morris. ....660<<. Central. 
44. Morris Weil ....Insurance Building. 
46. J. W. Burmester ....i... Savannah. 
a is, . winre orn wine oe Cleveland. 
a. Wes We ROPE 5 cccsccs Old Colony. 
48. William Bluth ....Stock Exchange 
(Chicago.) 
49. Jas. A. Rogers ............Arizona. 
50. Albert J. Woolman ........ Danville. 





INTRODUCTION CARDS GOOD 

A representative of the Massachu- 
setts Mutual Life has the following to 
say about the policyholders’ introduc- 
tion cards which that Company has 
been supplying to its agents for more 
than ‘wenty years: 

“Those introduction cards have prov- 
en winners for me. I closed my fourth 
case the other evening, on the first in- 
terview, making the second one of the 
four whom I sold on first interview, the 
other two taking two or more calls to 
close. I got in touch with all four 
through the use of the introduction 
cards, and I find that a man becomes 
interested quicker when he knows that 
you have in‘erested and sold a close 
friend of his. As well, it breaks the 
ice, for while you use his friend as the 
means of a little preliminary talk, you 
also have a chance to size up the pros- 
pect.” 





soo OO’ 
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Philadelphia Home 
Answers Charges 


DENIES “DIVIDENDS” WERE PAID 
FROM STOCK SALES 


Says Rivals Sought Control Through 
Scurrilous Attacks—“U. S. Review” 
Brought Into Case 


In reply to charges that the Home 
Protective Co., holding company for the 
Home Life Insurance Co., of Philadel- 
phia, advanced money to the life in- 
surance company for “dividends” by 
the sale of stock, the “Home” com- 
panies have filed answer in which they 
make sweeping denial of the charges. 
Several stockholders united in bringing 
the suit and they ask that a receiver 
be appointed. 

The reply ‘o the charges brings 
Robert R. Dearben, Jr., manager of the 
“United States Review,’ of Philael- 
phia, into the case. The defendants’ 
brief says that “efforts have been made 
in the interest of a company known as 
Consolidated Investment Co., to become 
interested in gaining control of the 
Home Life Insurance Co.; that in Feb- 
ruary, 1916, Robert R. Dearden, mana- 
ger of a Philadelphia insurance journal, 
purchased 25 shares of said Home Life 
Insurance Co. stock, which were subse- 
quently transferred to Lyndon OD. 
Wood and his associate, H. J. Welch, 
who supsequently transferred the same 
to said Consolidated Investment Co.” 


Says Attacks Were Inspired 

Tne defendant companies charge that 
the filing of the petition for receiver 
is due to the machinations of John C. 
Maginnis, who is described as a former 
employe “whose relations with the com- 
pany were terminated for good cause,” 
and that the other complainants have 
been induced to lend their names to 
the proceeding. Inspired attacks have 
been made against them, the defend- 
ants say, in an effort to frighten stock- 
holders and secure control of the stock; 
that stockholders have received copies 
“of certain scurrilous attacks appearing 
in ‘The United States Review,’ which 
these defendants will show was con- 
cerned in presenting only one side of 
the case.” 

Advances By Protective Co. 

In reply to the charge that dividends 
were paid out of the proceeds of stock 
sales, the companies say: “The defend- 
ants admit that at various times the 
Protective Company has advanced 
large sums to the insurance company, 
but defendants deny that the insurance 
company has at any time paid dividends 
out of such advances and aver that any 
and all sums advanced by the Protec- 
tive Company were for the sole pur- 
pose, and were employed in acquiring, 
new business through agents or busi- 
ness from other companies through re- 
insurance.” This was made necessary, 
the companies claim, because the in- 
surance company had no surplus when 
the Protective Company acquired con- 
trol of it from Paul Bright, and that it 
was necessary to provide funds for its 
development. There was an agreement 
to repay such advances out of surplus. 
Dividends, it is said, were all paid out 
of the earnings of the company. 

Terms of Commission Contract 

The answer of the companies goes 
into detail concerning a contract with 
Basil S. Walsh, doing business as Daniel 
J. Walsh’s Sons, who was made mana- 
ger of the ordinary department. Mr. 
Walsh is president of the Home Life 
Insurance Co. The contract provided 
for the payment of certain commissions, 
graded from 80 per cent. down to 25 
per cent. on the first year’s premiums 
issued on and after January 2, 1915, 
and a renewal commission of 12% per 


cent. on this business annually there- 
after, out of which sub-agents were to 
be paid the commissions provided for 
under their several contracts, graded 
from 65 per cent. down to 15 per cent. 
on first year’s premiums and from 10 to 
5 per cent. on renewals. The contract 
also provided that Walsh was to as- 
sume approximately $19,000 of agents’ 
advances. 

The records of the company show 
that approximately $18,000 of agents’ 
advances had been charged off the 
books of the company as “uncollect- 
ible” ‘through five years, beginning 
with 1909 and ending with 1913, with 
approximately $169,000 of first year’s 
premiums. “It is apparent,” says the 
companies’ brief, “that the assumption 
of these advances by Mr. Walsh was in 
the interests of the company in addition 
to the consideration of $19,000 assumed 
and the payment of all commission to 
sub-agents, Mr. Walsh _ voluntarily 
agreed under an amended contract to 
assume a proportionate part of the 
branch office expenses, approximately 
10 per cent. of the premiums, and as a 
matter of fact has derived no profit out 
of the contract, but on the contrary is 
charged with the agents’ advances far 
in excess of any commissions received 
under the contract or that may be re- 
ceived for several years to come; and 
the defendants aver that the said Basil 
S. Walsh, has not only failed so far to 
receive any benefit from the said con- 
tract, but at the present time in the 
assumption of financial responsibilities, 
which otherwise would be borne by the 
Insurance Company, is financially 
poorer as a result of the contract.” 








MUTUAL BENEFIT CHANGES 


G. E. Hanson Appointed General Agent 
in North Dakota—S. K. King Suc- 
ceeds Rothwell in Oregon 





The Mutual Benefit Life announces 
the appointment of Gordon E. Hanson 
as general agent for North Dakota with 
headquarters in Fargo. Mr. Hanson 
has actively represented the Mutual 
Benefit for some time at Howard, S. 
D., where prior to his connection with 
this Company he was with the Peoples 
State Bank of that city. 

Since the retirement of R. C. Bur- 
nett on May 31 last, the Fargo of- 
fice has been in charge of Miss Hilda 
E. Jacobson, agency cashier. She will 
retain this position under Mr. Hanson, 
whose appointment as general agent be- 
comes effective December 15. 

Arnold S. Rothwell has resigned as 
general agent for the Mutual Benefit 
Life in Oregon and Northern Idaho, to 
take effect December 1. Mr. Rothwell 
has been general agent in Oregon since 
1901, going there from the Chicago 
agency. 

Stuart K. King, of Fort Wayne, Ind., 
who has represented the Company at 
that point for several years has been 
appointed to succeed Mr. Rothwell. 





HUNTER SUPPORTS SOCIAL PLAN 
Dr. Oscar H. Rogers, of the New York 
Life, and former president of the Amer- 
ican Medical Association, and Arthur 
Hunter, president of the Actuarial 
Society of America, were the speakers 
at the meeting of the Life Under- 
writers’ Association of New York on 
Tuesday. Dr. Rogers described the 
work of the committee of the Actuarial 
Society in standardizing the selection 
of border-line risks and Mr. Hunter told 
of the social insurance movement. He 
urged the life men to support it. 





Dr. J. L. Larway has been made As- 
sistant Medical Director of the State 
Life, succeeding Dr. Albert Seaton, 
who has gone with another company. 


F. D. Buser, general agent of the 
Equitable Life Assurance Society in 
Philadelphia, was formerly with the old 
Chicago “Inter-Ocean” and other lead- 
ing newspapers. 


FRATERNAL HAS BIG SHORTAGE 


CONTINENTAL BENEFICIAL IS 
EXAMINED 





Rejects Many Death Claims—Big Com- 
missions Paid on Reinsured 
Business 





Au examination of the Continental 
Beneficial Association, of Phoenixville, 
Pa., reveals a shortage of over $100,000. 
The report says, in part: 


“Under date of September 8, 1914, 
George R. Kendall acknowledged the re- 
ceipt of notes given by the Muncie Nor- 
mal Institute to the amount of $49,500 
in full payment of the balance under 
the contract of November 22, 1912, un- 
der which contract there was due Mr. 
Kendall $68,070 by the Continental Ben- 
eficial Association. 


Conditions of Reinsurance 

“American Indemnity Co.—On July 
21, 1915, this Company was taken 
over by the Continental Beneficial As- 
sociation, and assets of $13,850.82 were 
acquired as compensation for the con- 
tract. The Continental Beneficial Asso- 
ciation, under date of July 22, 1915, em- 
ployed J. P. Thurston, of Chicago, IIL, 
as manager of the Chicago office at a 
salary of $2,000 for the period of one 
year. 

“Also, a contract under date of July 
21, 1915, was entered into with Mrs. F. 
A. Bosard to act as Western manager 
of the Continental Beneficial Associa- 
tion at a salary of $200 per month for a 
period of ten years from the date of the 
contract. Upon the back of this con- 
tract is the following endorsement: 


“In consideration of receiving four- 
teen thousand ($14,000) dollars from the 
Continental Beneficial Association in 
the negotiation for the settlement of all 
claims I have or may have against the 
Continental Beneficial Association, and 
to prevent all future disputes, for my- 
self, etc., I do remise, release, quit- 
claim all, etc., claims which against the 
said Continental Beneficial Association 
I now have or ever had. 

(Signed) ‘F. A. Bosard.’ 


“Knights of Honor—On September 
22, 1915, an agreement was entered 
into with Charles A. Houts, receiver for 
the Knights of Honor, St. Louis, Mo., to 
reinsure said members of the Knights 
of Honor; the receiver to receive 15 
per cent. of the monthly premiums for 
the term of one year. Asa result of this 
contract the Continental Beneficial As- 
sociation has received $197,110.76 in as- 
sessments, and has paid to the receiver 
$29,566.63. 

“A contract was entered into under 
date of May 1, 1915, with J. S. Bordeaux, 
of Belleville, Illinois, to use his best en- 
deavors and influence to secure the 
reinsurance of the members of the 
Knights of Honor, and reciting that on 
September 10, 1915, a receiver was ap- 
pointed for the Supreme Lodge, Knights 
of Honor, etc., and that in consideration 
of the efforts made by the said J. S. 
Bordeaux, designated now as party of 
the second part, the Continental Bene- 
ficial Association, party of the first part, 
agrees to pay J. S. Bordeaux 17% per 
cent. of the gross amount of the assess- 
ments or monthly dues collected from 
the Knights of Honor for the first 
twelve months after the execution of 
said reinsurance contract. This agree- 
ment was executed September 22, 1915. 


Further Commission Complications 

“On September 18,1915, the Conti- 
nental Beneficial Association was au- 
thorized by J. S. Bordeaux to deduct 20 
per cent. from the amount of each in- 
stallment of his commission, and to pay 
the same to C. P. Gaylord, his asso- 
ciate broker in the matter. 

“On September 17, 1915, J. S. Bor- 
deaux directed the Continental Bene- 
ficial Association to pay 20 per cent. of 
his monthly commission to Frank B. 
Sliger, of St. Louis, Mo., until the 


amount paid to Sliger shall amount to 
$5,000. 

“On September 22, 1915, the Conti- 
nental Beneficial Association made a 
contract with Max F. Ruler and Horace 
L. Dyer, attorneys of the city of St. 
Louis, Mo., to render legal services to 
the Continental Beneficial Association 
in connection with the reinsurance of 
the Knights of Honor; and for such ser- 
vices the said Ruler & Dyer were to re- 
ceive 20 per cent. of the gross amount 
of all assessments or monthly dues re- 
ceived from members of the Knights of 
Honor for one year from September 22, 
1915.” 





INTERNATIONAL LIFE MEETING 





Massey Wilson Re-elected President 
and J. L. Babler Vice-President and 
General Manager 





A meeting of the board of directors 
of the International Life Insurance 
Company for the annual election of 
officers was held on November 27th. 
The officers whose terms expired were 
re-elected. 

The officers elected for the ensuing 
year are Massey Wilson, president; J. 
L. Babler, vice-president and general 
manager of agencies; J. P. Hinton, 
vice-president; W. F. Grantges, secre- 
tary; Dr. E. A. Babler, chief medical 
director; Dr. O. A. Wall, Jr., associate 
medical director; Chas. Kell, assistant 
secretary, assistant treasurer and au- 
ditor; Col. W. S. Doyle, agency direc- 
tor; H. G. Sellman, actuary; Edward 
P. Wilson, general counsel and L. J. 
Abbert, Jr., manager mortgage loan 
department. 

Walter S. Dickey, chairman; J. L. 
Babler, vice-chairman; Massey Wilson, 
Lon V. Stephens and W. S. Doyle were 
re-elected as the five members of the 
executive committee. 

A report of the annual stockholders’ 
meeting was made to the board at 
which meeting J. L. Babler, Campbell 
Wells, W. S. Doyle and T. H. Glancy 
were re-elected for terms of three years 
each as directors of the Company and 
W. F. Grantges for a term of one year. 
Seventeen thousand shares of twenty- 
one thousand shares in the Company 
were represented and voted at this 
meeting. A report of the Company's 
business for the first nine months of 
the year 1916 showed an increase of 
more than one million dollars of paid- 
for business over the same period of 
the previous year, and a total insur- 
ance in force of nearly fifty-four million 
dollars. 





TO DISCUSS SOCIAL INSURANCE 

The discussion of social and State 
insurance will have a prominent place 
at the annual meeting of the Associa- 
tion of Life Insurance Presidents at 
the Hotel Astor, December 14 and 15. 

Jesse S. Phillips, superintendent of 
insurance of New York, will speak on 
“What next in the State’s relation to 
Business Enterprise?” 

“Science or Sentiment in Social In- 
surance, Which?” will be the topic of 
Mr. Frank H. Bethell, vice-president of 
the New York Telephone Company. He 
is a member of the Commission on 
Pensions, City of New York, which 
recently concluded an exhaustive in- 
vestigation into the solvency of the 
various municipal pension funds of 
New York. 

A third topic under this general head- 
ing will be “Extent to which State 
Health Insurance Would Multiply 
State Jobs and Tax Burdens,” by W. 
G. Curtis, president of the National 
Casualty Company of Detroit. 

A contributor to another part of the 
program will be George E. Edwards, 
president of the Dollar Savings Bank 
of New York and president of tae 
Savings Bank Section of the American 
Bankers’ Association. His topic will 
be “Interests in Common of Savings 
Institutions and Life Insurance Com- 
panies.” 
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File Brief in 
Pension Mutual Case 
NEXT HEARING ON DECEMBER 18 





Company Says It Has Performed Its 
Contracts and Says Department 
Withholds Credit 





The Dauphin County Court on Tues- 
day of this week fixed December 18 as 
the date for hearing on the applica- 
tion made by Insurance Commissioner 
O’Neil for the appointment of a receiv- 
er for the Pension Mutual Life. 

The court proceedings on Tuesday 
embraced the filings. of the answer 
made by Mr. Wood’s attorneys to the 
charges made by the Insurance Com- 
missioner when he applied for a re- 
ceiver. Wood, who has made caustic 
comments on the department, claiming 
it is run by politicians, was in court, 
but former Senator Joseph A. Thomp- 
son, of Beaver, Pa., and Stephen Wood, 

. of Pittsburgh, did the talking for him. 
Answer Denies Charges 

The answer denied the charges of 
the Commissioner in detail and con- 
tinued in part: 

That in the fall of 1915 the Pension 
Mutual called the Insurance Depart- 
ment’s attention to the fact that it was 
about to merge with two or more Penn- 
sylvania insurance companies for life 
insurance, and it has been encouraged 
by the State Insurance Department to 
complete said merger, and has secured 
ecntrol of the corporations. Its con- 
tracts will result in writing off a 
reserve liability of approximately 

$140,000. 

Protected Outside, Reply Says 
The Company avers that the reserve 

indemnity calculated by the Insurance 


Department is greatly in excess of 
that calculated by the Company’s ac- 
tuary and of that provided for by law; 
that it notified the Insurance Depart- 
ment on September 30, 1916, of the in- 
tention to reduce its capital stock to 
$530,565. -The Company, it says, has 
entered into a contract with a company 
outside of the State whereby througa 
Pension stock valued at $72,000 it 
would acquire insurance to the extent 
of $1,750,000, reserve assets represent- 
ing $300,000 and other assets valued at 
$100,000, and has carried $50,000 com- 
pany stock in part performance of the 
contract, but no credit was given it by 
the Insurance Department, 

In conclusion, tne Pension represents 
that after its assets and liabilities 
have been determined by the Court it 
intends to consolidate and merge with 
other corporations engaged in the busi- 
ness of life insurance. 

Comments By Commissioner 

Commissioner O’Neil, who has been 
airing ais side of the case in the news- 
papers, when asked if he had any com- 
ments to make on the answer filed by 
Mr. Wood in the Pension Mutual Life 
proceedings, said: 

“The answer filed by Mr. Wood is a 
clever attempt on his part to ‘muddy 
the waters’ and detract attention from 
the real facts. He does not explain 
what has become of the missing $800,- 
680 worth of bonds that he personally 
made affidavit were property of the 
Pension Mutual Life. He practically 
admits the insolvency of the Company 
and asks for time to bring about the 
consolidation of some of the companies 
he proposes to annex, and tnereby 
make good the deficit in capital and 
the impairment of the reserves. He 
also fails to state that it would require 
legal action as well as the approval of 
this department in order to reduce the 
capital stock of the Company.” 
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Home Office: 


* A New Special Limited Disability Policy B 
Maximum Benefit - - - $7,500. 
G Weekly Accident Benefit - - 25. IR 
Weekly Travel Accident Benefit - 650. 
™ Weekly Sickness Benefit - - . 25. |O 
11 SPECIAL FEATURES K 
N Write for Circulars to E 
T ACME DEPARTMENT 
GREAT EASTERN CASUALTY CO. R 
Ss L. PINNER & CO., Managers, 30 Church St., New York City oo 
Over $2,000,000 Paid in Claims. 
LIBERAL COMMISSIONS PAID 
J. C. Homes L. D. Clancy 
President Secretary 





A Legal Reserve Company 
“Just a Little Bit Different” 


GENERAL AGENTS WANTED IN INDIANA 
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Facts, Figures and Fallacies of Life 
Insurance Canvassing 





By M. P. LANGSTAFF, A.I. A., F.A.S. 
Mr. Langstaff is Actuary of the Dominion Life of Canada. 


the following paper at the tenth annual convention of the 


Life Underwriters’ Association of Canada. 





He read 
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(Continued from last week.) 


(4) Surplus earned on Ledger As- 
sets. ° 

This is a very important ratio and a 
good comparative one for companies of 
approximately equal ages, sizes, and 
rates of progression, as it focalizes all 
significant ratios on the supreme point 
of earning power. The ratio is, how- 
ever, wellnigh impossible to ascertain 
accurately for the other company, and 
hence its chief importance—but as a 
matter of fact this statement holds 
true of every other known ratio—is to 
euable the management of any com- 
pany to test their own progress year 
by year in order to eradicate defects, 
introduce improvements, and _ still 
further nourish strong points. Quite 
often, however, the ratio can be ap- 
proximately found from a company’s 
published statement as follows:—From 
surplus to policyholders, deduct the 
paid-up capital, thus obtaining the di- 
visible surplus; from this latter amount 
deduct the divisible surplus as shown 
by the accounts at the end of tne pre- 
vious year and add the profits paid to 
policyholders during the year. The in- 
crease or decrease in the amount of 
dividends due and unpaid over that of 
the previous year should then be added 
or subtracted and to this result should 
be added the amount of dividends 
which the sharenolders receive in ex- 
cess of the interest earned on their 
paid-up capital. 

A change in the reserve basis during 
the year will make it impossible to find 
from the statement alone the year’s 
gain in surplus. It should also be 


noted whether any contingency reserve 
funds have been increased during the 
year by amounts drawn from the sur- 
plus. The dividends paid to policy- 
aolders shown in a compaty’s state- 
ment will very probably include pre- 
mium reductions earned in preceding 
years and now simply falling due. The 
“outsider,” however, has no means of 
obtaining this proportion, which, of 
course, should be deducted in ascer- 
taining the true surplus earned. 


Lapse Problem 


(5) (a) Terminations to New Busi- 
ness. 

(b) Lapses to Insurance in 
Force. 


The “Lapse” problem has been to 
the fore very much during the last few 
years, and it has received particular 
consideration from many sides, while, 
at the same time the companies have 
endured muca condemnation by One or 
two “weakly” journals, whose knowl- 
edge of life insurance is hardly on a 
par with their propensities for criti- 
cism. One of the most able papers on 
this “Lapse” problem, that I have had 
the pleasure of reading, is that of Mr. 
P. W. N. Grigg, in the last number of 
the Toronto Insurance Institute Pro- 
ceedings. But he is at fault in suc- 
cumbing to the fallacy which lies in 
the first of these ratios. For instance, 
he gives the new business for Canadian 
companies in the year 1914, and with 
it compares the terminations (consist- 
ing of Surrenders, Lapses, and Not 
Takens), and draws this conclusion: 








66 Years Old 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 


Largest paid-for new business. 

Largest payments to policyholders. 

Largest dividend payments. 

Passed two hundred millions in insurance in force. 
General surplus substantially increased. 

Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 


Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 


Mutual 








“We are confronted with the fact that 
in the year 1914, of every $100 of in- 
surance written, $63 vanished on ac- 
count of surrenders, lapses, or refusal 
to accept.” Now, these figures are not 
facts. Of the $63, “surrenders” com- 
prise $9, and have no relation what- 
ever to the new business of the year, 
since they occur on policies three or 
more years in force; “lapses” comprise 
$44 of the remaining $54, but they, too 
are largely due to the preceding two 
years’ business, since they occur on 
policies upon which some payment has 
been made and which have therefore 
been in force on the average, we shall 
say, of a year and a half; “not takens” 
make up the remaining $10, and fully 
one-third of these would be on the pre- 
ceding year’s business. It is clear, 
then, that in constructing ratios of this 
kind, the history of each year’s busi- 
ress would have to be known. Take, 
again, Mr. Grigg’s use of the year 1914. 
This year, as you all know, was very 
hard on insurance companies. Bus!- 
ness written was light. Lapses were 
heavy, and particularly so due to the 
fact that the preceding year 1913 had 
been one of the best in insurance his- 
tory for the writing of new business. 
And yet Mr. Grigg takes the lapses due 


mainly to this large 1913 business and 
compares them with the unusually 
light 1914 new business. Understand 
me, I do not state that Mr. Grigg’s 
stricture that “lapse” rates are too 
high, is incorrect. I quite agree with 
what he says in that respect, and the 
conclusion he deduces from these higa 
rates is perfectly sound and well-timed. 
I point out merely that the figures by 
which he arrives at his conclusion are 
incorrecily taken, and if used as a 
comparison between companies would 
not improbably lead to the most unfair 
deductions. 

A low lapse rate is not necessarily a 
matter for congratulation. It may be 
quite the reverse, indicating unpro- 
gressiveness and _ stagnation. Quite 
often the most energetic and reliable 
companies have high lapse ratios 
which tney regard not as a reproach 
but as a necessary accompaniment to 
vigorous headway. Generally speak- 
ing, however, when the necessary al- 
lowances have been made for new 
business, a heavy lapse rate is a bad 
sign, indicating “forced” business, 
slackness in looking after existing 
policyholders, and perhaps a growing 
lack of confidence in the company on 
the part of the public. 
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Only Bona Fide Agents 
To Be Appointed 


STATEMENT BY NORTHWESTERN 
MUTUAL LIFE INSURANCE CO. 





Will Withhold Approval of All Appli- 
cants Who are Not Up to 
Standard 





The printed form of agency con- 
tracts now in use by the Northwestern 
Mutual Life, or to be more exact, all 
those forms which grant the party of 
the second part the right to make con- 
tracts with others, either agents or 
sub-agents, contains the words “with 
power to appoint agents subject to ap- 
proval of the said Company” or “with 
power to appoint agents subject to the 
approval of the said general agent and 
the said company.” 


Inactive Agents 

Heretofore this “approval” so far as 
the Company has been concerned, has 
been practically a formality (the com- 
pany relying upon its general agents), 
the cases where contracts have been 
refused approval and filing as a rule 
being where the applicant for an 
agency had a previous unfavorable rec- 
ord on file at the home office. 

For some years now an attempt has 
been made to eliminate the inactive 
agent from the lists of the North- 
western Mutual Life by refusing a re- 
newal of license (unless a reasonable 
excuse was presented) when the agent 
has failed to produce business for a 
certain period prior to license renewal 
date. This action has been the means 
of weeding out many names yearly 
from its records while working no 
hardship on the man who was at all 
qualified to act as a life insurance so- 
licitor. Then a revised application for 
agency document was required in the 
cases of all new men, with a distinctly 
favorable effect, but still the approval 
of the Company was not withheld un- 
less certain questions in the application 
were answered improperly or the certi- 
ficate and approval of the party of the 
first part were not complete. 


“It is possible that some agents un- 
familiar with the Company’s standards 
might take advantage of this attitude 
and contract with any one they thought 
had a chance of furnishing even one 
application for insurance,” says the 
Company. Needless to say this result 
would not be contemplated with satis- 
faction by the Company which is earn- 
estly trying to raise the standard of 
the men representing it in the field. 
Therefore, all applications for agency 
will receive more careful scrutiny than 
in the past and unless the answers to 
the questions therein appear in every 
respect to give positive assurance that 
the applicant for an agency is a per. 
son who desires a contract to repre- 
sent this Company as a bona fide agent 
and intends to devote himself legiti- 
mately to this purpose, our approval 
will be withheld. 


Worked for Three Companies in Three 
Years 
As a cause for this action and to 


illustrate a certain reason for refusal 
to approve or file contracts, the North- 





THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 


And at times has For Sale at Attractive 


Prices Securities suitable for 
Insurance Companies 











western gives the following example: 
An application for agency recently re- 
ceived showed that the applicant had 
worked for three life insurance com- 
panies during the three previous years 
and that his maximum paid-for bust- 
ness in any of these years was $5,009 
of insurance. 

“What would be the use of going to 
the expense of a license or of furnish- 
ing such a man with a rate book and 
supplies?” the Company asks. It would 
be a positive waste of money and time. 
We, therefore, ask every general agent 
and agent whose contract grants the 
right to make contracts with others, 
to exercise unusual care in investigat- 
ing those applying for agencies before 
referring their applications and con- 
tracts to the home office. Especially is 
this necessary to prevent the making 
of contracts with the so-called “one 
case” men—men who have no intention 
of becoming legitimate life insurance 
agents but whose only reason for de- 
siring a contract is to secure the com- 
mission on a friend’s or relative’s in- 
surance. 

Keeping a Record 


A record of the business of every 
agent under contract is being kept and 
where contracts have been filed and li- 
censes ordered for such men the Com- 
pany will ask for an explanation from 
whomever was responsible for making 
the contract. 





MASONIC MUTUAL CELEBRATES 





Association Fifty Years Old This Month 
—Growth Since Going on Legal 
Reserve Basis 





The Masonic Mutual Life, of Wash- 
ington, D, C., celebrates its fiftieth an- 
niversary this month. The association 
has had a rapid development since 
1903, when it had 1,453 members and 
assets of $24,862. It was then conduct- 
ed on the old assessment basis. 

During 1915 the last of the assess- 
ment members were changed over to 
the legal reserve plan. At the close of 
1915 the association had a membership 
o: 7,934 and assets of $750,000. 





GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








The Connecticut Mutual Life Insurance Company, 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. id H 


Insurance in force, sees Policies for . ° “Seer P ° 
AT NO OTHER COMPANY HAS DONE 
To repay to its Policy-holders in Death Claims, Endowments, Dividends, Surrender 
Values, Annuities and other credits more than they have paid to it in premiums. 
It stands alone in that result. 


Total premiums received, Dec. 1, 1846, to Dec. 31, I915.....++-sseecesseee ; 
Total.returned. to Policy-holders, as above noted, in same pericd......... grr 
Warcess CF AMOUR TEUEMOE...cccccccccccccccs cocccccccccoccccccoccoocccesoocece 9.732.472.9383 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, June 28, 1915 

‘*It is noteworthy that this Company was organized without any promotion expenses.”’ 

‘TI beg to report further that I find the Company in excellent financial condition.” 


**The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.” 


Home Office, DALLAS, TEXAS 








The Entering Wedge 


is an all important factor in every agents 
work, for a successful closing is largely 
dependent upon a favorable opening. 


The unique SERVICE rendered 
its policyholders; the great fi- 
nancial STRENGTH guaran- 
teeing the fulfillment of every 

policy contract; and the 

material SAVING in cost 
to the insured, are all 

strong points in Com- 
pany management. 


This threefold advantage 
in Service, Strength and 
Saving forms the di- 





mensions of the “‘en- 
tering wedge” pos- 
sessed by every 
Union Central 
Agent. 


Established 1867 


Address 
Allan Waters 
Supt. of 
Agents. 


The Union Central 
Life Insurance Co. 
of Cincinnati 


Jesse FP. Clark Pres 
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How To Present Advantages of Long Term Endowments 
By FRANKLIN SHUEY, Seattle, Wash. 


Winner of First Prize in competition for best essay on subject written 
by an Aetna Life agent 








It is an off day in my work as an 
active life insurance salesman when 
some prospect does not remark about 
as follows: “I want life insurance for 
protectian only. As an investment 
(generally referring to endowments) 
insurance does not appeal to me.’ 

The prospect’s viewpoint is both right 
and wrong. It is right, of course, in 
that life insurance should be desired 
for the protection it affords, but wrong 
in that nis eyes have not been opened 
to the added protection offered by long 
term endowments. He must be made 
to see that a medium through which 
a few cents each day can furnish pro- 
tection against want to his family, 
against lack of education to his chil- 
dren, against dependency for him in 
old age, and at the same time protect 
him against loss of the money paid in, 
by investing it for him, should not be 
rejected by any right-thinkiag man. 

What Faces Man of 35 

A man in the fulness of his paysical 
powers, say at age 35, in insuring his 
life is considering two possibilities, 
viz.: Premature death, and old age. 
Manifestly one or the other will be his. 
By making sure that his wife and chil- 
dren are alsolutely protected in tae 
event of his death, he can just as 
surely safeguard himself against want 
ard privation in old age, 

At about 65 years of age a man is 
wont to lay aside business and its re- 
sponsibilities and cares for an easier 
and less strenuous life. His family 
was provided for while it was depend- 
ent upon him, the children were edu- 
cated by his labor, but now they are 
self-supporting and tne old folks are 
entitled to a rest. That they are enti- 
tiled to it no one will deny, but whether 
they have made wise provision through 
the productive years of life that will 





TO INSURE YOUTHS 








New England Mutual Rates for Young 
Men—Demand for This Type 
of Protection 





The New England Mutual Life, which 
has decided to insure male applicants 
who are fifteen years or more of age, 
and well developed, physically, as was 
printed last week in The Eastern Un- 
derwriter, took this action in response 
to many requests from policyholders 
for insurance on the lives of their 
minor sons, and also from ambitious 
young men who have not yet attained 
legal age. The Company in a com- 
munication to agents says: 

“Premium rates for ages 15 to 19 
years are given below—and the policy 
values will be for the actual age. 

“It is desirable to have also the 
father, or in case he is deceased, the 
mother or guardian sign the applica- 
tion. But when the young man is en- 
gaged in business, and will pay the 
premium from his personal earnings, 
his own signature will be sufficient. 

“The insurance applied for must be 
for a reasonable amount and not more 
than the circumstances naturally jus- 
tify, on the life or endowment form. 
A statement of facts relating to the 
case should accompany the applica- 
tion.” 


enable them to take it or not, is the 
Guestion. Only a very small percen- 
tage of those reaching age 65 are finan- 
cially able to stop work and still be 
self-supporting. The great majority 
must either continue to earn a living 
or lean dependently on relative, friend 
cr State. This condition should be re- 
versed. But how can it be done? The 
solution lies in endowment insurance. 
As an illustration we will take the 
following case: 

A man at age 30 insures his life in 
tne Aetna for $10,000 on the 35-year en- 
dowment non-participating plan. He de- 
posits with the Company 2.343 per 
cent. on the policy each year, a rate 
less than most mutual companies 
charge for ordinary life, yet the date of 
maturity of this policy is guaranteed 
and is not figured out by some enthus- 
iastic agent who bases his figures on 
waat has been done in the past and 
may in all likelihood happen in the 
future. This annual deposit of a few 
cents per day gives protection to the 
family by providing a contract to pay 
them $10,000 cash if the insured dies, 
or better still, in the event of his 
deatn, to provide a check from the 
company of $57.80 per month for 
twenty years. 

If the insured does not die but reach- 
es the age of sixty-five, his policy ma- 
tures, the face of it amounting to 
$10,000 is paid him in cash, or better 
still, if desired the Company will re- 
lieve him of tae worry and responsibil- 
ity of investing that amount of money 
by giving him a monthly income of 
$77.30 for life in lieu of the face of 
the policy. 

Whether he is alone or whetner he 
and the wife together see the maturity 
of the policy, they have no financial 
worries, for the same money that fur- 
nished protection in those earlier 
years of life has made ample provision 
for old age, and together they find 
their declining years a pleasure to 
themselves and all about them and a 
burden to no one. 

Young Men 

It is my observation that young men 
prefer limited payment policies. The 
endowment feature, too, appeals to 
them, although it is often necessary to 
use considerable caution in mentioning 
that word “endowment.” ‘Somewhere, 
sometime, somebody has much ma- 
ligned that very expressive word until 
in the minds of many there is a strong 
prejudice against it. I usually find it 
better to describe the policy as one 
payable‘ at‘ death, or age 65, or what- 
ever tae attained age of the insured at 
completion of the contract, 

And we must not neglect those very 
attractive contracts, the 20 payment 
endowments. The large values, par- 
ticularly the extended insurance and 
pure endowment, fairly make a fellow 
gasp. For instance, when you tell a 
prospect, age 35, that if for any reason 
he could not continue his payments be- 
yond the fifteenta year the Company 
will extend the face of his policy fif- 
teen years longer (20 pay 30 year en- 
dowrnent, $10,000) without any addi- 
tional payments whatsoever, and when 
that period has expired actually pay 
him in cash $1,387.00 more than he has 
paid in on the policy, you have his un- 
divided .attention. 





Premiums 
Life Life Life Life Life Life 
3 Pay. 25 Pay 20Pay. 19Pay. 15Pay. 10 Pay 
21.00 23.00 26.10 27.00 31.50 42.40 
21.30 23.30 26.50 27.0 31.90 43.00 
21.60 23.70 26.90 27.70 32.40 43.0 
21.90 24.00 27.30 28.10 32.80 44.20 
22.30 24.40 27.70 28.50 33.30 44.80 
End End. End 
End. End. End End. at 75 30 20 
20 15 10 at75 20Pay. 20Pay. 10 Pay 
47.10 64.40 99.70 17.30 26.70 38.20 77.70 
47.10 77.80 





PLACE MILLION FOR COSDEN 





Blake & Davies, of Philadelphia, Handle 
Big Line for Oklahoma Oil 
Magnate 





Blake & Davis, general agents for the 
Massachusetts Mutual ‘Life, at Phila- 
delphia, have just plac d an additional 
$1,000,000 insurance on the life of 
Joshua S. Cosden, the Oklahoma oil 
operator. The Massachusetts Mutual 
had already issued its limit on Mr. 
Cosden, his total insurance now amount- 
ing to $2,000,000. 

The insurance was all on the ordi- 
nary life plan and was placed in four- 
teen companies, the policies ranging 
from $25,000 to $175,000. Every com- 
pany applied to issued its full amount 
on the case. 

James M. Blake and John F. Davies, 
who constitute the general agency firm, 
have handled a large number of big 
cases. It was through the placing of 
$1,125,000 on the life of John T. Dor- 
rance, vice-president of the Campbell 
Soup Co., that the now celebrated 
“Blake & Davies case” developed. 





HAS DISABILITY CLAUSE 

The Crescent Life, of Indianapolis, 
has a clause which provides that should 
the insured become totally and perma- 
nently disabled, either from accident 
or disease, the Company will carry the 
policy in full force without the payment 
of further premiums; or at the end of 
one year will pay the insured one- 
twentieth of the face value of the 
policy, with similar payments annually 
for a period of twenty years. 


NEWARK APPOINTMENT 

H. H. Coleman, general agent of the 
Northwestern Mutual Life in Newark 
has resigned to take the position of 
president and manager of the Delion 
Tire and Rubber Co. of Trenton, N. 
J.. and O. L. Gooding, of the New 
York City agency, has been appointed 
to succeed him. 





The Equitable Life of Iowa’s new 
business for October ran well over the 
$2,000,000 mark, which is the best rec- 
ord for that month in the Company’s 
history. November will undoubtedly 
produce an equally good mark, as the 
agents are making a special effort in 
honor of Vice-President H. S. Nollen, 
who was married recently. 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN "MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 
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TWENTIETH ANNIVERSARY 


Total and Permanent Disability Provision 
ORIGINATED BY 


The Fidelity Mutual Life 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








NO SINECURE 


Just a regular job for a regular 
man who has made good, is mak- 
ing good, but who wants more 
latitude—a place to show what 
he can do with a free hand. Per- 
haps you know such a fellow; if 
so, tell him to write us to-day. 
Thank you! 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


Ww. C. BALDWIN 
President 


HOWARD S. SUTPHEN 





Vice-President & Manager of Agencies 





Perfect Protection Policy 
RELIANCE LIFE 


gives you something absolutely new 

nd different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 

tain the A. ax. date - Bn 

known the fealth gives fall 
ves 


ph for at least a less 
a tee es » ane com- 


Our agen 

S Mieral as can om be made. 

WRITE AND WILL TELL 

YOU MORE ABOUT OURSELVES 

Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 
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Good Life Argument 
In “Old Lady 31” 


COMEDY-DRAMA WITH SCENES 
IN A POOR HOUSE 


Thirty Old Women Tell of Their More 
Prosperous Days—One Talks 
Insurance 


The attention of the Life Underwrit- 
ers’ Association of New York has been 
drawn to a play at one of the theatres, 
called “Old Lady 31,” the principal 
scenes of which are in an old ladies’ 
home, a comedy-drama that makes one 
of the most effective life insurance 
human interest arguments that has 
ever been preached in a drama. 

The Eastern Underwriter has_ bor- 
rowed from Lee Kugel, producer of the 
play, a few pages of the manuscript 
which are reproduced on this page. 

The play consists largely of the con- 
versation of thirty elderly women, some 
of whom had been prosperous before 
going to the poor house. It opens with 
an affecting scene as Abe Rose, an old 








life insurance I would have that home 
now. 

Sarah Jane—You talk like the rest of 
us must live in a hay mow. I guess I 
kin see my father’s house plain 
enouga without shuttin’ my eyes to do 
it or goin’ through any eloquent contor- 
tions. It’s tae milk house where I done 
my churnin’ that gits me the most in 
the cool o’ the evenin’ with father set- 
tin’ on the back porch near smokin’ his 
pipe—and the cows stretchin’ their 
necks over the meader fence to us with 
that low sweet bawling they do towards 
night when the shadders begin to 
git long an’ everytaing’ kin’ o’ still. 
(Jane has finished her work and sits 
holding a bowl of apples with ner eyes 
far away). 

Nancy—(Sniffing but still crocheting 
and rocking energetically) I guess I 
got as much to remember as anybody, 
if it comes to that. It don’t do no good 
talkin’ about it. I try to fergit stid o’ 
rememberin’. Our house was full all 
the time. Weddin’s an’ funerals and 
bebies bein’ born an’ life—life goin’ on. 
Such a thing as one of us endin’ up in 
a’ old ladies’ home would a’ been too 
comical to think of. Nobody comin’ 
from good families ever could be con- 
nected with such a thing. U—n! How 

















SCENE AT THE OLD LADIES 


sea captain, is about to part with ais 
loyal and loveable wife, Angy Rose. 
Standing at a gate in front of their lit- 
tle home they take a last look at tae 
cottage before he takes her to the Old 
Ladies’ Home, after which he is to go 
to the men’s poor farm. Their love 
for each other—and tne horror of part- 
ing—makes suci an impression on the 
thirty old ladies in the home that they 
adopt the sea captain, and call him 
“Old Lady 31.” 

It is rather difficult for any person to 
see this play without being impressed 
with the uncertainties of existence, and 
tos want to guard against it in the fu- 
ture. 

The dialogue as a group of women 
at the home are discussing the coming 
of Abe and Angy follows: 

Blossy—Hasn’t Angy come yet? 

Abigail—Not yet. I’m a gettin’ kind 
© worried about her, I wish now I’d a 
planned to send Mike with the horse 
an’ wagon fer her. 

Blossy—What I’m afraid of is that 
sue’s so heart-broken she’s sick and 
can’t come at all. 

Nancy—Fiddlesticks! ‘We've all been 
through it and we managed to live. 

Blossy—yYes, and I guess we can all 
remember plain enough the suffering of 
it. How it was when we touched every- 
thing for the last time and said good 
bye to this and that. I can shut my 
eyes now and can see my bureau with 
the glass that turned just right and 
always caught the light so’s a body 
could see, and the pin cushion with 
daisies around it. But my—my—the 
last time after you’d looked and looked 
till your eyes was (Her voice 
breaks). 

Mrs. Homans—You don’t need to re- 
call it to me. I’ve had a home that 
would have broken any woman’s heart 
to leave. If my husband had carried 





HOME FROM “OLD LADY 31” 


lictle you know! Death takes first one 
and then another and the comfortable 
supply you took for granted was going 
on fer ever has dwindled before you 
know it—and when you're so tnankful 
you’ve got the hundred dollars that’ll 
get you in here—you can’t think of 
anything else for a little while—not till 
you’re here—and settled—and know 
one day’s goin’ to be just like the otner 
till it’s all over. Talk about shuttin’ 
things up an’ sayin’ good bye to ’em—I 
ain’t done nothin’ but say good bye to 
people an’ things for twenty years—an’ 
I was the baby an’ the spoilt one they 
all give up to. It makes me laugh 
when I near the folks remembering 
things. Why, my life was so chuck full 
1 wouldn’t know what to remember 
most if I ever let myself start. It was 
so full I ain’t used to the emptiness— 
even yet. 

Abigail—(Wiping her eyes) There’s 
one thing you all ain’t got to remember 
that I have and that is little children 
on your breast—little hands on your 
cheek when you held ’em to nurse, 
They was all took away from me— 
some when they was little—some when 
they was growed up—but I’ve had ’em. 
Jim wandered off—just got tired and 
slipped away from me—restless, like 
men get sometimes—but I had him, too. 
I allers thought he took up some other 
woman somewheres an’ give her a big 
family too, but that don’t matter in tae 
long run. Things turn out ‘bout as 
they’ve got to—so fer as I can see. I’m 
old now an’ not up to strugglin’ much 
more with anything—an’ I’ve come to 
think that although the bed I sleep in 
ain’t mine—it was provided by kind- 
ness and good and I made up my mind, 
when I come here, to put my head 
dewn on the piller at night with noth- 
ing but thankfulness in it—and let all 
the rest go. 

Nancy (After a pause) There’s a lot 


in that— if you can bring yourself to 
see it. 

Blossy—There’s everything in it, and 
I’ve been thinking about Angy all day 
today and now much worse her coming 
is than any of ours was—because she’s 
had to say good bye today not only to 
her home but to her husband—and I 
thought all of a sudden what a selfisa 
old thing I was to be living here in the 
biggest room just because I happened 
tc have a little extra pay—when the 
little room at the head of the back 
stairs that Angy was goin’ to have 
would do fer me just as well as not— 
(There is a gasping astonishment from 
the others) and that if all thirty of us 
would consent to it we could take Abe 
in with Angy and they could have my 
big room. 

Nancy—What? 

Mrs. Homans—You’re proposing a 
very astonishing thing. 

Sarah Jane—Unheard of! A man 
alone in the Aouse with thirty women? 

Blossy—Why not? He’d be old lady 
$1. 

Nancy—Mercy on us! 

Sarah Jane—Land sakes! 





FEAR OF OVER-INSURANCE 





Largely Pure Imagination, Says New 
England Mutual Life—Comments 
on Farm Profits 





The fear of “over-insurance” is pure 
imagination, says the New England 
Mutual Life in the last issue of the 
“Pilot,” its agency publication. Many 
men shrink from buying an insurance 
estate of $10,000, who undertake, with- 
out the least hesitation, to buy a prop- 
erty worth the same amount. Yet there 
is no comparison between the draft 
made on a man’s pocket-book by the 
two transactions. The Company then 
presents the following argument: 

Here is the insurance proposal to a 
man of twenty-one years: You can 
purchase, say, an insurance “farm” for 
$10,000 by an immediate cash payment 
of $285 to the New England Mutual, 
and a like payment annually for twenty 
years. 

This “farm” will be yours, not only 
without taxes and without interest, but 
with returns of surplus earnings that 
will reduce the payments, according to 
the present scale, by $36 at the end of 
the first year—the shares increasing in 
amount each year. 

Further, if you should be unable to 
continue payments, for any cause, it is 
agreed that after you have made three, 
you will be allowed over seven years 


before foreclosure is started. If you 
become totally disabled or blind, all 
the annual instalments to complete 


your contracted twenty that remain un- 
paid will be canceled. 

It is guaranteed that under no cir- 
cumstances can your insurance prop- 
erty of $10,000 cost you more than 
$5,700. According to the schedule of 
shares of surplus now in use, the net 
cost will be nearer $4,400. After you 
have bought and paid for this kind of 
a “farm,” you will continue to receive 
a “post-paid” cash income from it as 
long as you let it remain. 

On the average, you will have twenty- 
seven years more of life after 41, in 
which you can enjoy the fruits of your 
judgment in selecting this form of 
property. 

But it is argued that real land pro- 
duces an income. True enoOugh—pro- 
vided laborers, seasons, seed, markets 


do not oppose insurmountable  ob- 
stacles. Even at the best, as is shown 
by the surveys of the United States 


Government, the vast majority of farms 
do not pay any income at all on the 
investment, and seldom do they pay 
even a larger labor income. 

Hence, the only real advantage in 
owning the average farm lies in the 
possibility of its unearned increase in 
market value. 

But note that such a policy has a 
guaranteed increase of over 75 per 
cent. and a probable increase of much 
more—in twenty years. 





THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 








FINANCIAL STATEMENT 


Assets, Jan. Il, 

ee. ive ...-$74,274,980.68 
Liabilities ........ 69,154,791.00 
| ESTE Tee $5,120,189.68 


The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “‘Home Life”’ 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agts. 
256 Broadway, New York, N. Y. 











FOUNDED 1865 


Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 





Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 
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The true salesman 

Jackson never gets into an 

on argument with a 
Salesmanship customer said J. 
J. Jackson, manager 

for the Aetna Life, Cleveland, in 


& recent address. He must have com- 
plete control of his temper, and must 
have the courtesy and persistency of 
the little girl who nad just said her 
prayers and had been put to bed, when 
she called to her mother and said: “I 
want a drink.” “No, dear, you have 
just had a drink before you got into 
bed.” A silence of three minutes, waen 
she called again: “Mamma, dear, I do 
want 2 drink.” The mother responded 
snarply: “Now Florence, if you don’t 
stop talking and go to sleep, I will come 
in and spank you.” Another period,of 
five minutes elapsed when the child 
again spoke: “Mamma, won’t you please 
bring me a drink when you come in to 
spank me?” 

The basis of every sale is confidence. 
You cannot win your customer without 
it By your manner, your tone, your 
line of thought, you should aim to 
build up in his mind that feeling of con- 
fiJence which is the foundation of every 
clean sale. The salesman gathers 
strength by doing. He must be a man 
who thinks for himself and who thinks 
good taoughts, and is capable of think- 
ing hard and long. He must be clean 
morally and intellectually. To be re- 
seurceful, he must be a reader of good 
books. 

It is a well known. maxim that you 
can get no more out of a vessel than 
you put into it, The maxim holds 
equally true of the salesman. He can 
get no more out of his job than he puts 
into it. He snould be a leader in his 
hcme town or community, not for the 
emolument which he may receive, but 
for the good he shall derive from mak- 
ing other people aappy. I think it was 
Maurice Maeterlinck who said: “Let us 
never forget that an act of goodness is 
of itself an act of happiness. No re- 
ward coming after the event can com- 
pare with the sweet reward that went 
with it.” The average salesman has op- 
portunities for travel and coming in 
contact with the larger things of life, 
and if he chooses, he can bestow a 
biessing on those less fortunate in his 
own community. If he takes an active 
part in all the good things that go to 
make up his home, his town and com- 
unity, he is accumulating strength for 
tae great work of salesmanship. He 
will be happy, he will be enthusiastic, 
and the buyer in the presence of a 
whole-souled Christian salesman can- 
not help but be impressed by the radia- 
tion of his character. 

- « ” 
Quoting from a book pub- 
Advice lished 50 years ago, the 
Still Holds Illinois Life reproduces in 
Good its “Bulletin” the follow- 
ing, which, it will be 
readily noted, still holds good. 
Persons who hold an agency without 


| Live Hints For Business Getters 
Practical Suggestions to Help the Man With the Rate Book Increase His 


Income and General Efficiency 











having quite the same advantages upon 
the score of rank and influence as 
some more successful agent in the 
neighborhood are apt to imagine that 
this success is entirely the result of his 
more influential position. 

It may, however, be asserted with 
safety, that to work a Life Agency suc- 
cessfully, provided the agent’s charac- 
ter be such as to entitle him to the 
respect of his neighbors, only requires 
a knowledge of the general principles 
and application of life assurance, a 
thorough knowledge of the peculiar 
advantages offered by his company, and 
perseverance in making them known. 

Experience tends to prove that, how- 
ever well an agent may distribute pros- 
pectuses, or exhibit a show board, or 
advertise for his company, unless he 
follow this up by personal communica- 
tion and explanation, he will not effect 
his object. 

There are in every town numbers of 
persons who have never entertained 
the subject of life assurance for a )mo- 
ment, yet whose families stand as 
much in need of its protection as their 
houses and property require to be se- 
cured against fire, which the same per- 
sons would on no account neglect. 

We cannot leave this subject with- 
out endeavoring to impress upon the 
minds of persons holding the agency 
of a life company, the importance and 
desirableness of their setting a good 
example to their friends, by assuring 
their own lives, even if their circum- 
stances fortunately render it unneces- 
sary as a provision for their families. 

A policy in a good company may 
always be looked upon as a profitable 
investment of money, as, after a num- 
ber of premiums have been paid, it be- 
comes a marketable commodity; and 
the confidence inspired by an agent 
assuring his own life, frequently pro- 
duces effects which repay fourfold the 
premiums on his policy. 

In provincial towns, from the inhabi- 
tants being so much better acquainted 
with each other’s circumstances than 
in large cities, an agent has a better 
opportunity of suggesting a mode of 
assurance suited to a particular con- 
dition, and consequently more likely to 
be appreciated by the person to whom 
it is suggested. 

= * 

The New York Life pays 
And this year in maturing en- 
They Are dowments $1,629,000. The 
Living Company says: “The ma- 
jority will only regret that 
they did not take much larger endow- 
ments ten, fifteen, twenty years ago, 
now that they have matured. And 
the owners are living! The proceeds of 
their policies are payable to them in 
the Christmas month, giving them op- 
portunities for new insurance, invest- 
ment, the purchase of a home, or the 
consummation of some other long-cher- 

ished end. 





satisfying and continuing. . 


A Year of Rich Opportunity 


To make the most of it you must have unexcelled policy contracts, 
low net cost, unexcelled equipment, unexcelled Home Office and Agency 
service, Company reputation high as the highest, a genuinely fraternal 
spirit between Home Office and Field, and an institutional sense of will- 
ing duty to policyholders, beneficiaries, and the public. 
manship ability is joined to thesa, the Fieldman’s success is bound to be 


Occasionally we have a General Agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1831 


When sales- 





THE 
METROPOLITAN LIFE 


| Insurance Company 
(Incorporated by the State of New York) 
Of the People 


The Company By the People 
—— For the People 














The Daily Average of the Company's 
Business during 1915 was: 
639 per day in Number of Claims Paid. 


9,175 per day in Number of Policies 
Issued and Revived. 


$1,956,438 per day in New Insurance 
Issued, Increased and Revived. 








$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


Increase of 





$146,602.49 per day in 
Assets 
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Metropolitan Life Insurance Company 
Hoiae Office Building 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 








ASSES .cccccccces Sboeneeseseconesoonsosoesoeecoecessessocess 12,629,857.6 
Liabilities . a 
Capital and Surplus........ 1,811,125.66 
eee eRe 104,822,701.00 
Payments to Policyholders since Organization.. 16,811,250.99 


Is Paying its Policyholderg over...........c.ccccecccsccccccesescces $ 1,350,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 








Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 











THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 
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To The Insurance Fraternity: 


Because many misleading statements have been made in Insurance Journals lately con- 
cerning our plan of making Loans on Life Insurance Policies, we have asked THE EAST- 
ERN UNDERWRITER to investigate our methods and although under no obligation to 
do so, we have purchased this space in which to correct these misleading statements, to 
demonstrate the operation of our plan and to tell how and why it benefits the policy- 
holder. One Insurance Paper characterized our plan as a “Twisting Operation” and 
the inferences to be drawn from its comment were not complimentary to us. This un- 
thinking zeal to uphold what is supposed to be the view of the Insurance Companies on 
this subject, is due to ignorance of our work. We are conducting a service to policyhold- 
ers that has proved of incalculable value to them. We intend to publish actual illustrations 
of cases demonstrating this. Meanwhile, we invite the fullest publicity for our plan and 


welcome investigation of our methods. 
THOMPSON, AUSTIN & CO., Ine. 
40 WALL STREET, NEW YORK CITY 


What The Loan Plan Does 


The policyholders to whom this service particularly appeals 
are those who may find it difficult to finance their deferred 
dividend policies during the last one to five years of the 
dividend period. We take over their policies, pay the re- 
maining premiums, and allow the interest to be added to 
the loan each year, thereby carrying the policy to comple- 


tion of the dividend period, without any cash advance from 
the insured, who is thus enabled to preserve the insurance 
for his family, and all dividend earnings, both of which 
would be lost in the event of lapse, surrender or sale. 
The cost of the transaction to the insured is the interest— 
no other charge whatsoever. 


Investigated by The Eastern Underwriter 


One of the Editorial Staff of THE EASTERN UNDERWRITER, after examining the 
original documents in our office, made the following statement: 


The complete records and papers in several loan transac- 
tions were submitted to The Eastern Underwriter for in- 
spection. The method followed is this: 


The policyholder who wishes to borrow money to pay the 
premium on a deferred dividend policy makes an assign- 
ment of the policy to the lender, and also executes a prom- 
issory note in favor of the lender for the entire amount 
due the insurance company, including the full amount of 


the policy loan, the interest due to date and the current 
premium. The interest charged in each case was 6 per 
cent., and there was no further deduction or discount. 


On any anniversary of the policy, the policyholder 
is at liberty to pay off the note and completely clear 
the policy, or pay the interest and premium and continue 
the original note, or pay nothing and have the next pre- 
mium together with interest on the note added to the prin- 
cipal of the note. 





How the Policyholder is Benefited 


The statement has been attributed to an officer of one of the insurance companies 
that these loans on policies are to the detriment of the insured and encourage sales. 
This is not in accordance with the facts. We are prepared to cite numerous instances in 
which a loan made by us, not only saved the insurance protection for the insured at a crit- 
ical time, but preserved his interest in the accumulated dividends, which would have been 
lost through the lapsing of the policy. These actual cases will be given in the fullest detail. 











Next week we will give in this space in detail actual cases showing the operation 
of our loan plan, its benefits and cost to the policyholder 


THOMPSON, AUSTIN & CO., Inc. 
40 WALL STREET, NEW YORK CITY 





seers a 
<<npectaoninsitiiibinaniann tac 





10 


THE EASTERN 


UNDERWRITER 


December 1, 1916. 





THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 


Subscription Price $3.00 a year. Single 
copies, 15 cents. 


Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 





ROBERT LYNN COX 

The news that Robert Lynn Cox—a 
big man as big men are regarded in 
downtown New York—will leave the 
Association of Life Insurance Presi- 
dents in order to become a third vice- 
president of the Metropolitan Life is 
not the chronicling of the perfunctory 
transfer in activities of a skilled execu- 
tive from one group of companies to 
an individual company. If Mr. Cox had 
been merely an expert executive who 
performed his duties in a correct, 
painstaking and satisfactory manner he 
would not have attracted the nation- 
wide attention which has been drawn 
to his efforts, nor would he have been 
invited to become a high officer of the 
Metropolitan Life. The country is full 
to overflowing with “successful” men, 
money-makers and business builders. 


Some of them are not even desirable 


characters. More than efficiency is 
required to-day; one must be honest, 
broad, far-seeing, unselfish, watchful of 
the interests of others in order to win 
the approval of the world. And these 
are the very characteristics that have 
stamped Robert Lynn Cox, and with- 
out them his legal and managerial 
talents would not have carried him 
far. It was a difficult position to fol- 
iow in the Association of Life Insur- 
ance Presidents such a distinguished 
citizen as Grover Cleveland. From 
the first Mr. Cox saw that the Associa- 
tion of Life Insurance Presidents had 
a duty to policyholders as well as to 
itself; and this he did not forget. He 
particularly showed vision in helping 
to map out the programs for the annual 
meeting of the association. As a rule, 
these meetings interested the general 
public as well as the life insurance 
fraternity. The meetings have been 
so important that the greatest men in 
the nation have been glad to accept 
invitations to speak. The program for 
the annual meeting this month is a 
case in point. It could hardly be sur- 
passed in general interest and import- 
ance of topics assigned. 

In the meantime, the business of 
life insurance is growing at such a 
tremendous pace that exceedingly dif- 
ficult problems are to arise which will 
require ‘broad, sagacious, diplomatic 
treatment. It is of exceeding import- 


ance that the great companies be offi- 


cered by men of both brain and heart, 
and the companies are bearing this in 
mind. The Metropolitan already has an 
organization of tremendous strength, 
and the addition of Mr. Cox puts it in 
an even more impregnable position. 
The Association of Life Insurance 
Presidents, long a model organization 
in every way, an organization which 
correctly understands sociological and 
economic as well as pure life insurance 
conditions, is to be congratulated upon 
its broad position in acquiescing in its 
general manager and counsel taking 
the step announced this week. 





CONNECTICUT TAX BURDENS 

Practically all the stock insurance 
corporations of Connecticut were rep- 
resented at a public hearing given by 
the special tax commission of the State 
on Wednesday. The insurance company 
representatives asked for the elimina- 
tion of the special 5-mill franchise tax 
imposed on them at the last session of 
the General Assembly. Briefs were 
filed and arguments made. 

This tax is unjust and the companies 
are able to prove that this is so by 
figures. The State either over-esti- 
mated the amount of money it needed 
or under-estimated the amount of 
money the tax would bring in. Insur- 
ance companies in Connecticut, and 
these companies are among the leaders 
in the nation, were taxed beyond all 
proportion to other industries before 
this, special tax was added by the 
General Assembly. It is pointed out 
that the Assembly was looking for cash 
and thought that the quickest and 
easiest way to get it was from the 
insurance companies. A fight to repeal 
the law will be made. Nine new 
charters were granted in Connecticut 
last year, but not one has been used. 





PENNSYLVANIA 

The situation in Pennsylvania where 
the insurance department and several 
insurance companies and company pro- 
moters are running to the newspapers 
making charges against each other is 
doing the business of insurance no 
good. Scarcely a day has gone by 
during the past month that there has 
not been a series of scareheads pub- 
lished in which a charge or a counter- 
charge is made. The expressions 
“crooks,” “grafters,’” “cheap _ politi- 
cians,” etc., are so common that they 
have lost their novelty. These cases 
have finally reached the courts, where 
they belong. There they should be 
fought out; not in the daily press. And 
the quicker the courts make a decision 
the better. 





WILL SAVE TIME . 

The necessity of amortizing bonds 
has always appealed to the conserva- 
tive manager of the investment depart- 
ment of insurance companies. In the 
case of large corporations the work in- 
volved has been considerable, and a 
paper presented by S. H. Wolfe at the 
recent convention of the Casualty Ac- 
tuarial and Statistical Society points 
out the lack of logic in the present 
method. As he demonstrates it is im- 
possible for any company to make its 
investments of the interest install- 
ments received by it each month on 
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FREDERICK W. FULLER 





Frederick W. Fuller, of Springfield, 
Mass., has taken rank as one of the 
leading producers of America by suc- 
cessfully ana intelligently handling the 
insurance on tne life of Harry T. Dunn, 
president of the Fisk Rubber Co. and 
vice-president of the Willys-Overland 
Co., of Toledo. Mr. Dunn is now one 
ot the heaviest insured men in Amer- 
ica, while John N. Willys, head of the 
Willys-Overland, is also a firm believer 
in insurance, and backs his belief by 
being a large patron of the insurance 
companies. Mr. Fuller’s feat, as caron- 
icled in The Eastern Underwriter last 
week, won a front page position in the 
New York “Sun,” New York “World” 
and other’ newspapers, showing that 
the metropolitan dailies understand the 
importance of acquainting their read- 
ers with news about importan: policies. 


To those wao have followed Mr. 
Fuller’s career his successful handling 
of the Dunn transaction is no surprise. 
About twenty years ago he left Boston 
“Tech” to become identified with the 
Equitable Life as a member of Fuller 
& Trask, general agen:s of the Society 
in Springfield. These young men at 
once began tae development of the 
field assigned to them and were soon 
making a good record. In 1903, when 
Mr. Trask resigned, Mr. Fuller assumed 
full control of the agency and Spring- 
field has ever since held a conspicuous 
position on the Equitable’s monthly 
honor roll. During recent years the 
agency has paid for largely in excess 
of a million dollars per annum. Mr. 
Tuller has personally produced more 
than half a million in a single year, 
and since the Quarter Million Club was 
formed he has been a member. Mr. 
Fuller seems to have the unique facul- 
ty of producing heavily himself while 
educating and training others how to 
produce. 


its bonds in such a way as to earn the 
exact rate of interest upon which the 
present method of amortization is 
based; in consequence, he suggests 
that a new method may be employed 
which will produce results equally cor- 
rect, and which will enable tables at 
present published to be used for the 
purpose. This is an age of short cuts 
and if the proposed method be sound 
it will appeal to the managers of com- 
panies for its time-saving properties, if 
for no other reason. 





John A. Hartman has been named 
as acting secretary of the Maryland 
Casualty and will undoubtedly be 
elected secretary at the annual meet- 
ing of the board of directors in Decem- 
ber. He has made a splendid record 
with the Maryland, entering the service 
in 1899 as a junior clerk, being ad- 
vanced to cashier, then assistant 
treasurer and assistant secretary. On 
May 12 the position of comptroller of 
claim disbursements was created in 
order to facilitate the accounting work 
of the claim division, and Mr. Hartman 
was appointed to it in recognition of 
his skill as an accountant and office 
manager. 


Nellas C. Black will become comp- 
troller of claim disbursements. He be- 
gan with the Company as an office boy 
in the auditing division. He is a first 
lieutenant in the Fourth Regiment, 
Maryland National Guard; went to the 
Mexican border, and was detailed as 
accounting officer of the regiment. 

ca * * 


John R. Reid, as manager for the 
Sun Life, of Canada, in eastern On- 
tario for twenty-three years, built up a 
very lucrative business which he now 
turns over to his son, W. Lyle Reid, 
having retired from the active manage- 
ment. The elder Mr. Reid’s activities 
outside of his duties as manager for the 
Sun Life, were numerous and all con- 
tributed toward ‘is success as a life 
insurance man. His achievement might 
he regarded as almost a perfect one for 
a general agent or district manager, in 
that, after nearly a quarter century of 
valuable, profitable and in all ways suc- 
cessful work in the field, he can see his 
son take up the duties where he left 
them, yet continuing in an advisory ca- 
pacity witn the title from the Sun Life 
o? Advisory Division Director. 

W. Lyle Reid, at the age of sixteen 
entered his father’s office in Ottawa as 
a junior clerk. At eighteen he went to 
the Hamilton office as cashier. Some 
years later he was made joint manager, 
with his father, of the eastern Ontario 
division. When, in 1913, the Dominion 
Life Underwriters’ Association met in 
Ottawa, Mr. Reid was president of the 
local Ottawa association. In the same 
year he was elected secretary of the 
Life Underwriters’ Association of Can- 
ada, which position ne occupied until 
the Toronto convention of 1915 when he 
was elevated to the presidency, an of- 
fice which he retired from in July last. 
Like his fatuer, W. Lyle Reid is promi- 
nent in the civic and religious life of 
the capital city. He is an elder in the 
Presbyterian Church, a sabbath school 
superintendent, a director of the Y. M. 
C. A., and a member of the board of 
trade and of the board of the Ottawa 
Ladies’ College. 


PROTEST LIMITATION LAW 





Meeting of Sixty District Superin- 
tendents Held in Utica—Want 
Legislature to Act 





Sixty district superintendents of in- 
surance met at Utica on Tuesday to 
protest against the law which devel- 
oped from the Hughes investigation in 
1905, fixing the limit of new business 
a company may write in a year. One 
company arrived at that figure on Octo- 
ber 27, and the agents, having little 
to do until January, declare the law 
oppressive. 

Action was taken looking to carrying 
the matter to the Legislature. There 
is considerable feeling all over the 
State on the part of agents of com- 
panies who have or will reach the 
limit. They are strong to have the 
Legislature act. 
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DIFFER ABOUT AUTO LOSSES 


DISCUSSION OF ADJUSTMENTS 


Brokers’ Association Against Settle- 
ment By a Loss Committee—Rela- 
tions With Private Garages 

A local brokerage: firm recently 
wrote to a daily paper suggesting that 
all automobile collision losses be ad- 
justed, by a loss committee of the coin- 
panies, advancing the idea that the 
loss ratio would be reduced and that 
it would tend to stifle unfair competi- 
tion among companies whose adjusters 
are inclined, as a stimulant towards 
securing additional business, to allow 
assureds larger sums in settlement of 
losses than they are actually entitled 
to. 

The Fire Brokers’ Association of New 
York in the issue of its “Bulletin,” out 
this week, takes a position against this 
plan of settlements, and asks: “What is 
the idea of placing more obstacles in 
the path of brokers’ direct relations 
with companies which accept their 
business?” 

Difference in Company Views 

Asked for a #tatement, Lemuel G. 
Hodgkins, secretary and general man- 
ager of the National Automobile Under- 
writers’ Conference, said to The 
Eastern Underwriter: 

“There is a difference of opinion 
among the members of the automobile 
conference with reference to the de- 
sirability of having all adjustments 
supervised by a loss committee. There 
are a number of companies which be- 
lieve that only through some sucf com- 
mittee can the tendency of over-pay- 
ing claims on account of competitive 
advantage be checked, and that uni- 
form adjustments are an important 
factor in connection with the standardi- 
zation of rates and contracts. Other 
companies believe that this important 


detail of the companies’ operations 
should be left entirely with the man- 
agement.” 


In discussing adjustments the Fire 
Brokers’ of New York “Bulletin” says 
in part: 

“The owner of a smashed car, par- 
ticularly if it is one he has just bought, 
might look upon every scratch in the 
paint, and every little dent in the 
fender, as a good reason for being pre- 
sented with a new car. But, after all, 
he is reasonable and readily accepts 
the fair settlement. Probably in nine 
out of every ten troublesome adjust- 
ments it is that increasing species, the 
garage mechanics, who are to blame. 
Without a doubt, these gentlemen have 
the keenest eyes for seeing automobile 
troubles, real and fancied; and, as to 
building up repair bills, well—plumbers 
haven’t the ghost of a chance against 
them. Maybe some of us have suffered 
at the hands of the expert mechanic! 
If so, our feelings are excusable. 

Garage Relations 

“We repeat that undoubtedly abuses 
do exist, and as we, brokers, are ever 
anxious to improve insurance condi- 
tions, may we not make a suggestion? 
How would it be to divorce the rela- 
tions existing between certain com- 
pany adjusters and particular garages? 
Without mentioning names, we, each 
of us, can tell of adjustments which 
hinged practically upon the assured's 
agreeing to have the damages repaired 
at special garages. There is the con- 
spicuous case of a very excellent com- 
pany whose employes, as well as the 
interested garage men, have pleaded 
guilty to this practice. But that com- 
pany cannot be the lonely sufferer. Let 
some of the other companies look over 
their claim files, and see how many 
drafts paid in settlement of automobile 
claims are cashed by certain garage 


Fire Insurance Department 





owners. Mind, we make no charges. 
We merely suggest in the interest of 
equitable adjustments of claims that 
the company adjuster free himself even 
from the possible suspicion of motive 
in recommending certain garages. It 
should be no more difficult to ascer- 
tain the exact damages to an automo- 
bile than to any other piece of involved 
machinery, and the assured should be 
free in every case to have his repairs 
made where “ve lists. 

“In conclusion, let us not fail to re- 
cord these few facts: The automobile 
loss claimant, in the great majority of 
cases, is honest. He seeks no more 
than a fair replacement of values. 
Brokers have no other interest than to 
secure fair adjustment of automobile 
losses. They are naturally quick to 
detect the obstreperous adjuster who 
sees righteousness in no other man 
than himself. Automobile losses are 
undoubtedly on the increase; but how 
much more so is the increase in the 
volume of risks insured? There is little 
danger from an over-liberal spirit on 
the part of companies.” 





CALL ON PHILLIPS 


Up-State Men Want It Made More Dif- 
ficult to Get Licenses— 
Committee Acts 





The newly appointed Brokers’ and 
Agents’ Qualification Committee of the 
New York State Association of Insur- 
ance Agents had a conference with Su- 
perintendent Phillips a few days ago. 
The committee hopes to bring about a 
reform in the issuing of licenses to brok- 
ers and agents. In this State at the 
present time anybody over twenty-one 
who hasn’t been jn the penitentiary or 
can keep sober long enough to sign his 
name to an application blank can get a 
license. 

Among those on the committee are 


G. H. Johnson, Syracuse; Edgar M. 
Griffiths, Albany; W. H. Hecox, Bing- 
hamton; A. T. Armstrong, Syracuse; 


B. P. Mills, Rochester; and E. H. War- 
ner, Buffalo. 


Cc. C. DIRNBERGER DIES 





Buffalo Agent Associated With Local 
Insurance Companies for Number 
of Years 


Charles C. Dirnberger, aged thirty- 
seven, secretary of the Dirnberger In- 
surance Agency, with offices in the 
Chamber of Commerce Building, died 
last Friday night in Emergency Hos- 
pital, as the result of an operation per- 
formed twelve days ago. He was born 
in Buffalo, the son of Michael F. and 
Elizabeth Dirnberger. After leaving 
school he entered the offices of the Buf- 
falo German and ten years afterward 
when it formed another company, the 
Buffalo Commercial, Mr. Dirnberger was 
appointed cashier. On July ist of this 
year he incorporated the insurance 
agency of which he was secretary at 
his death. 


ORIGIN UNKNOWN 
The origin of the fire which de- 
stroyed the Remington Salt Co.’s plant, 
near Ithaca, last week is unknown. 
The Crystalline Salt Co., which occu- 
pied part of the building had $12,000 
insurance; the Independent Salt Co., 
$2,000 insurance. 








FRELINGHUYSEN AT DESK 
On Tuesday of this week Senator- 
Elect J. S. Frelinghuysen, of New Jer- 
sey, put in an appearance at his office. 
A large number of friends in William 
Street offices came in to extend their 
congratulations. 

















FIRE AND MARINE 
INSURANCE—ALL LINES 








The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° ‘ 
Assets ° = ‘ 
Liabilities (Except Capital) 
Surplus to Policyholders ° 


| 
| Statement January 1, 1916 
| 
| 





- -  $1,000,000.00 
‘ 2,377,857.39 

: ; 467,413.45 — 
° 1,910,443.94 | 
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| AETNA LIFE INSURANCE COMPANY 
| THE /ETNA ACCIDENT AND LIABILITY CO. 


























APPOINT RECEIVER 





Syracuse Fire Office’s Affairs in Court 
—Companies Which’ Filed Bank- 
ruptcy Petition 





A receiver has been appointed for 
the Syracuse Fire Office at Syracuse, 
N. Y. This was an insurance office 
owned by James C. Butler, a former 
county clerk of Onondaga County, and 
Charles M. McGuire, who was formerly 
connected with McGuire & Co. 

Newell B. Woodworth was appointed 
receiver upon the petition of the Phoe- 
nix of London, the First National Fire 
and the Western Assurance Company 
of Toronto. Several special agents, 


MIDDLE DEPARTMENT 








Association to Be Examined By Penn- 
sylvania Insurance Department 
in Near Future 

It is reported that an examination of 
the Underwriters’ Association of the 
Middle Department will be made in the 
near future by the Pennsylvania Insur- 
ance Department. The law supervising 
operations of rate-making bureaus con- 
fers authority upon the insurance com- 
missioner to make periodical examina- 
tions of bureaus under his jurisdiction. 





including those in the Massachusetts 
Bonding & Insurance Co. had been 
checking up the accounts of the Syra- 
cuse Fire Company for several days 
prior to the petition. 
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Du Pont Insurance of $37,000,000 Will 
Pay for Few Single Build- 
ing Losses 





The Du Pont powder line now going 
through is in reality a conflagration 
policy and will pay for few single 
building losses. This additional in- 
surance—$37,000,000—covers five plants 


only. It was placed by Gilpin, Van 
Trump & Montgomery, of Wilming- 
ton, Del. 


* ok * 
Page in “Town Topics” 

“Town Topics,” society weekly, re- 
cently issued a large edition in which 
a great deal of space was devoted to 
industrial leaders of America. The 
only brokerage house having an adver- 
tisement—and it was a page ad, too— 
was John C. Paige & Co.’s New York 
office. 

os *” - 
Ferguson Dies in Taxicab 

Thomas Ferguson, who started with 
William E. Lowe as a boy a great many 
years ago, and continued with Johnson 
& Higggins when Mr. Lowe became a 
partner, died in a taxicab this week, 
after suffering an attack of acute gas- 
tritis while in a restaurant on Man- 
hattan Island. He was being conveyed 
to his home in Brooklyn at, the time. 
Mr. Ferguson was a solicitor, and a 
well-known and popular figure on Wil- 
liam Street. 

+ ~*~ * 
Consolidated Packers 

There is considerable interest on the 
Coast as to who will place the insur- 
ance on the recently created California 
Packing Corporation, a $25,000,000 cor- 
poration. A committee to discuss the 
insurance met this week. It will be 
the largest insurance risk on the Coast. 
The line of the California Fruit Can- 
ners’ Association, one of the units in 
the corporation, has been placed by 
Johnson and Higgins. 

* bal * 


New Hampshire Resolutions 
At the recent meeting of the New 
Hampshire Local Agents’ Association 
the following resolutions were adopted: 

Resolved, That while we have no 
quarrel with brokers who transact 
their business in accordance with 
the insurance laws of the State and 
principles of correct underwriting 
and are governed by the rules and 
regulations imposed upon local 
agents, we do protest against our 
companies giving advantages to 
brokers in competing for business 
that are denied to local agents. 

Resolved, That this association 

desires to be recorded against the 
practice of some of the companies 
in writing so-called floater policies, 
a practice believed to be a viola- 
tion of all rights and privileges of 
local agents, standard form of pol- 
icies and resident agents’ laws and 
we advocate a wider spread agita- 
tion of the subject by agents with 
the view of bringing the greatest 
possible pressure to bear on the 
companies. 

We commend the investigation 
of such practice that is being made 
by the Insurance Commupssioners’ 
Association and guarantee the sup- 
port of the members of this asso- 
ciation in the commissioners’ in- 
vestigation. 

- s 
Jos. Moran Married 

Joseph §S. Moran, of Hamlin & Co., 
joined the ranks of the benedicts on 
Wednesday of last week, Some friends 
gave him a farewell dinner on Friday 
at which about twenty insurance men 
were present. G. J. Hartnett, manager 
of the Lumber Mutual, was the toast- 
waster. 
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APPOINT DUNCAN C. PELL, JR. 





Made Special Representative of Na- 
tional’s Large Risk Department, 
123 William Street 





Duncan C. Pell, Jr., who has been ap- 
pointed special representative of the 
large risk department of the National 
associated with L. C. Dameron, Ade- 
laide Thorman and others of the Com- 
pany’s staff at 123 William street, New 
York, is a graduate of Stevens Tech., 
Hoboken. After leaving this institu- 
tion he got practical experience in the 
technical, and physical ends by working 
for large manufacturing plants. Then 
he spent a year and a half with the 
Trust Company of America. 

The National in a statement regard- 
ing the Pell appointment pays him this 
tribute: 

“To those of you who know Mr. Pell, 
little need be said, but to those who 
have yet to meet him, let us say that 
he is well grounded in those principles 
and practices which will be helpful to 
our local agents and broker friends; 
bright, keen, resourceful with a knowl- 
edge of conditions and men, he will be 
of assistance alike to those who may 
seek aid in their problems and to those 
who, while needing none, will appre- 
ciate quick comprehension and prompt 
attention to their requirements.” 





WITH AMERICAN OF NEWARK 

The American of Newark has ap- 
pointed F. D. Bressmeyer special agent 
in Western Pennsylvania, with head- 
quarters in Pittsburgh. The appoint- 
ment takes effect the first of the year. 
Mr. Bressmeyer has been with the 
Home for some time. 


HUNT FOR SPECIALS 
Special agents in Western Pennsyl- 
vania have been at a premium lately. 
A month ago there were no less than 
ten vacancies, most of which have 
been filled. 








W. O. Slocum has resigned from the 
Middle Department and is succeeded 
by J. L. McKeever. 








Additional American Can Line 

Marsh & McLennan last week placed 
an additional $500,000 on the Kennil- 
worth plant of the American Can Co. 

; ss 6 
Harry Cox Returns 

Harry Cox, of Wilcox, Peck & 
Hughes, returned last week from a 
two-weeks’ honeymoon trip. 
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Local Agents’ Interests Protected 








INSURABLE INTEREST IN HAY 





Provision That Grain’s Title Remain in 
Farm Owner as Security for 
Tenant’s Performance 





The New York Insurance Department 
in its citation of important Court of Ap- 
peals decisions gives the history of the 
Charles Hudson v. Glens Falls litiga- 
tion, involving insurance on hay. 

The digest in brief follows: 

A contract for working a farm on 
shares contained a provision that the ti- 
tle to all the crops raised on the farm 
during the continuance of the contract 
should be in the owner of the farm as 
security for the performance of the con- 
tract by the plaintiff until he had fully 
performed, and then a division between 
the parties should be made. The defen- 
dant’s agents were informed that the 
crop of hay which was insured by de- 
fendant, and afterwards destroyed by 
fire, was held by the plaintiff under the 
terms of the aforesaid contract as to 
the title of the latter to the farm prod- 
uce. 

After the fire defendant’s adjuster 
informed the plaintiff that the policy as 
to the hay was void, because the plain- 
tiff was not the owner thereof when it 
was insured, and that his only interest 
was in the surplus that would remain 
after the stock on the farm had been 
turned out to grass according to the 
contract. Plaintiff, relying on this state- 
ment, surrendered his claim to the hay. 


Held, that under the circumstances 
the plaintiff had an insurable interest 
in the hay notwithstanding the title in 
the owner of the farm and that the 
misrepresentations made by the adjust- 
er to the plaintiff after the loss that the 
insurance on the hay was void, misled 
the latter to his injury. ’ 

Held, further, that while a court of 
equity cannot grant relief solely upon 
a mistake of law, there was here a sur- 
render of legal rights intentionally in- 
duced and procured by a false repre- 
sentation as to the law governing the 
case, and plaintiff is entitled to have 
the contract under which the loss was 
adjusted rescinded. (Berry v. Am. Cen- 
tral Ins. Co., 132 N. Y. 49, followed.) 
Hudson v. Glens Falls Ins. Co., 162 App. 
Div. 934, reversed. 





LANGDON DIES AT 71 

C. S. Langdon, assistant secretary of 
the National Fire of Hartford, who died 
this month at the age of seventy-one, 
was the last survivor of those who were 
with the National at the beginning of 
its organization in 1871. 

In writing of the death of Mr. Lang- 
don President Smith said: 

“In his death we have lost a man who 
has loyally devoted his best efforts to 
the service of the Company for forty- 
five years and has contributed much to 
its success; a genial, courtly gentle- 
man, respected by all and endeared to 
those who were brought into personal 
contact with him by his sterling quali- 
ties of heart and mind.” 








+ 
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Uniform Automobile 
Policy Adopted 


TEXT OF CONTRACT FOR CON- 
FERENCE COMPANIES 


Form Embracing Transportation— 
New Rates Go to Insurance 
Companies Soon 





At the annual meeting of the National 
Automobile Underwriters’ Conference 
the following uniform policy was adop- 
ted. The new rates will go to the com- 
panies sometime this month: 

AUTOMOBILE POLICY 

Insurance Company of 
» in consideration of the war- 
ranties and the premium hereinafter mentioned 
does insure the assured named and described 
herein upon the body, machinery and — 
ment of the automobile described herein while 
within the limits of the United States (ex- 
clusive of Alaska, the Hawaiian Islands and 
Porto Rico) and Canada, including while in 
building, on road, on railroad car or other 
conveyance, ferry or inland steamer, or coast- 
wise steamer between ports within said limits, 
for the term herein and to an amount not ex- 
ceeding the amount of insurance herein spec- 
ified, against direct loss or damage caused 
while this policy is in force, by the perils 
specifically insured against. 

ySpace for attachment of endorsements.) 

CONDITIONS 

Notice and Proof of Loss.—In the event of 
loss or damage the assured shall forthwith give 
notice thereof in writing to this company or 
the authorized agent who issued this policy, 
and shall protect the property from further 
loss or damage; and within sixty days there- 
after, unless such time is extended in writing 
by this company, shall render a statement to 
this company, signed and sworn to by said 
assured, stating the knowledge and belief of 
the assured as to the time and cause of the 
loss or damage, the interest of the assured and 
of all others in the property; and the assured, 
as often as required, shall exhibit to any per- 
son designated by this company all that re- 
mains of any property herein described, and 
submit to examinations under oath by any per- 
son named by this company, and subscribe 
the same; and, as often as required, shall pro- 
duce for examination all books of account, 
bills, invoices, and other vouchers, or certi- 
fied copies thereof if originals be lost, at such 
reasonable place as may be designated by this 
company or its representative, and shall per- 
mit extracts and copies thereof to be made. 

it is a condition of this policy that failure 
on the part of the assured to render such sworn 
statement of loss to the company within sixty 
davs of the date of loss (unless such time is 
extended in writing by the company) shall 
render such claim null and void. 

Appraisal.—In the event of disagreement as 
to the amount of loss or damage the same must 
be determined by competent and disinterested 
appraisers before recovery can be had here- 
under. The assured and this company shall 
each select one, and the two so chosen shall 
then select a competent and disinterested um- 
pire. Thereafter the appraisers together shall 
estimate and appraise the loss or damage, stat- 
ing separately sound value and damage, and 
failing to agree, shall submit their differences 
to the muaeent and the award in writing of 
any two shall determine the amount of such 
loss or damage; the parties thereto shall pay 
the appraiser respectively selected by them 
and shall bear equally the expenses of the ap- 
praisal and umpire. 

Payment of Loss.—This company shall not 
be held to have waived any provision or con- 
dition of this policy or any forfeiture thereof 
by any requirement, act or proceeding on its 
part relating to the appraisal or to any ex- 
amination herein provided for; and the sum 
for which this company is liable, pursuant to 
this policy, shall be payable sixty days after 
the notice, ascertainment, estimate and satis- 
factory proof of the loss herein required, have 
been received by this company, including an 
award by appraisers when appraisal is re- 
quired hereunder. 

Protection of Salvage—Any act of the as- 
sured or this company, or its agents, in re- 
covering, saving and preserving the property 
described herein in case of loss or damage, 
shall be considered as done for the benefit of 
all concerned and without prejudice to the 
rights of either party, and all reasonable ex- 
penses thus incurred shall constitute a claim 
under this policy. y 

Subrogation.—If this company shall claim that 
the loss or damage was caused by the act or 
neglect of any person or corporation, private 
or municipal, this company shall, on payment 
of the loss, be subrogated to the extent of 
such payment to all right of recovery by the 
assured for the loss resulting therefrom, and 
such right shall be assigned to this company 
by the assured and receiving such payment. 

It is a condition of this policy that this in- 
surance shal] not inure to the benefit of any 
carrier whatsoever but the right of the assured 
to recover under this policy shell not be prej- 
udiced by any release from liability which may 
have been given to any railroad or other car- 
rier or bailee in any bill-of-lading or other 
contract of carriage or storage, and this com- 
pany concedes to the assured the right to give 
such release; any right of recovery the assured 
is entitled to against said carrier or others 
shall, by subrogation, inure to the benefit of 
this company upon payment of the claim and 
this company shall be entitled, if it so desire, 
to take over and conduct in the name of the 





assured, the defense of any action or to prose- 
cute any claim for indemnity, damages or other- 
wise against any third party. 

Cancellation.—This policy shall be canceled 
at any time at the request of the assured; or 
by the company by giving five days’ notice 
of such cancellation. If this licy shall be 
canceled as hereinbefore provided, or become 
void or cease, the premium having been actu- 
ally paid, the unearned portion shall be re- 
turned on surrender of this policy, this com- 
pany retaining the customary short rate; ex- 
cept that when this policy is canceled by this 
company by giving notice it shall retain only 
the pro rata premium. Notice of cancellation 
mailed to the address of the assured stated in 
the policy shall be a sufficient notice; the 
check of the company, or its agent, when sim- 
ilarly mailed shall be a sufficient tender of 
any unearned premium. 

Misrepresentation and Fraud.—This_ entire 
policy shall be void if the assured or his 
agent has concealed or misrepresented, in writ- 
ing or otherwise, any material fact or circum- 
stance concerning this insurance or the sub- 
ject thereof; or if the assured or his agent 
shall make any attempt to defraud this com- 
pany either Selees or after the loss. 

Agent.—No person shall be deemed an agent 
of this company unless specifically authorized 
in writing by the company. 

Suit Against Company.—No suit or action on 
this policy, for the recovery of any claim shall 
be sustainable in any court of law or equity 
unless the assured shall have fully complied 
with all the foregoing requirements, nor unless 
commenced within twelve months next after 
the happening of the loss, provided that where 
such limitation of time is prohibited by the 
laws of the State wherein this policy is issued, 
then and in that event no suit or action under 
this policy shall be sustainable unless com- 
menced within the shortest limitation permit- 
ted under the laws of such State. 

This policy is made and accepted subject to 
the provisions, exclusions, conditions and war- 
ranties set forth herein or endorsed hereon to- 
gether with such other provisions, exclusions, 
conditions or warrants as may be endorsed 
hereon or added hereto, and upon acceptance 
of this policy the assured agrees that its terms 
embody all agreements then existing between 
himself and the company or any of its agents 
relating to the insurance described herein, and 
no officer, agent or other representative of this 
company shall have power to waive any of the 
terms of this policy unless such waiver be 
written upon or attached hereto, nor shall any 
privilege or permission affecting the insurance 
under this policy exist or be claimed by the 
assured unless so written or attached. 

Provisions required by law to be stated in 
this policy: 

In witness whereof, this company has execu- 
ted and attested these presents; but this pol- 
icy shall not be valid unless countersigned by 
a duly authorized agent of the company. 


Secretary. : 


In addition to the adoption of the 
above contract the conference adopted 
three forms embracing valued fire theft 
and transportation, non-valued fire and 
transportation and non-fire theft and 


transportation. 
The last mentioned form is as fol- 
lows: 
PERILS INSURED AGAINST 


(Except as hereinafter provided) 


(A) Fire arising from any cause whatsoever 
and lightning. 

(B) While being transported in any convey- 
ance by land or water—stranding, sinking, 
collision, burning or derailment of such con- 
veyance, including general average and sal- 
vage charges for which the assured is legally 


iable. 

(C) Theft, robbery or pilferage, excepting by 
any person or persons in the assured’s house- 
hold or in the assured’s service or employment 
whether the theft, robbery or pilferage occur 
during the hours of such service or employ- 
ment or not, and excepting also the wrongful 
conversion or secretion by a mortgagor or 
vendee in possession under mortgage, condi- 
tional sale or lease agreement, and excepting 
in any case other than in case of total loss of 
the automobile described herein, the theft, rob- 
bery or pilferage of tools and repair equipment. 





ROBERT J. WYNNE, President 


RESERVE FOR 
NET SURPLUS, $377,447 





First National Fire 


Insurance Company of the United States 
WASHINGTON, D. C. 


Statement January 1, 1916 
CAPITAL, $912,502 
ALL OTHER LIABILITIES, $523,785 


JOHN E. SMITH, Secretary 


ASSETS, $1,813,734 








1. It is a condition of this policy that this 
company shall not be liable for: 

(a) Loss or damage to robes, 
parel, personal effects or extra bodies; 

(b) oss or damage which may be caused di- 
rectly or indirectly by invasion, insurrection, 
riot, civil war or commotion, or military or 


wearing ap- 


usurped power: 

2. It is a condition of this policy that it 
shall be null and void: 

(a) If the automobile described herein shall 


be used for ——- passengers for compensa- 
tion, or rented, or leased, or operated in any 
race or speed contest during the term of this 
policy; 

(b) If at the time a loss occurs there be 
anv other insurance covering against the risks 
assumed by this policy which would attach if 
this insurance had not been effected; 

(c) If the interest of the assured in the prop- 
erty be other than unconditional and sole own- 
ership, or if the subject of this insurance be or 
become encumbered by any lien or mortgage 
except as stated in warranty No. 3 or other- 
wise endorsed hereon; 

(d) If this policy or any part thereof shall 
be assigned without the consent of this com- 
pany endorsed hereon or in case of transfer or 
termination of any interest of the assured other 
than by the death of an assured, or any change 
in the nature of the insurable interest of the 
assured in the property described herein, either 
by sale or otherwise. 

ADDITIONAL CONDITIONS 


This company shall not be liable beyond the 
actual cash value of the property at the time 
any loss or damage occurs, and the loss or dam- 
age shall be ascertained or estimated according 
to such actual cash value, with proper deduc- 
tion for depreciation however caused, and shall 
in no event exceed what it would then cost the 
assured to repair or replace the same with 
material of like kind and quality; such ascer- 
tainment or estimate shall be made by the as- 
sured and this company, or, if they differ, then 
by appraisers as herein provided. It shall be 
optional with this company to take all or any 
part of the property at such ascertained or ap- 
praised value and also to repair, rebuild or re- 
place the property lost or damaged with other 
of like kind and quality within a reasonable 
time, on giving notice within thirty days after 
the receipt of sworn statement of loss herein 
reouired of its intention so to do; but 
can be no abandonment 
the property described. 

The valued form is identical with the 
non-valued form except as to additional 
conditions, which are as follows: 


ADDITIONAL CONDITIONS 

The said automobile described herein (body, 
machinery and equipment) is valued at the sum 
insured. 

In the event of loss or damage under this 
policy, this company shall be liable only for 
the actual cost of repairing, or, if en gaa 
replacing the parts damaged or destroyed. It 
shall be optional with this company to repair, 
rebuild, or replace the property lost or dam- 
aged with other like kind and quality within 
a reasonable time, on giving notice within 
thirty days after the receipt of the sworn state- 
ment of loss herein required of its intention so 
to do, but there can be no abandonment to this 
company of the nroperty described. 

In the event of loss or damage to said auto- 
mobile whether such loss or damage is covered 
by this policy or not, the liability of this com- 
pany under this policy shall be reduced by 
the amount of such loss or damage until re- 
pairs have been completed, but shall then at- 
tach for the full amount as originally written, 
without additional premium. 


there 
to this company of 





— 








PRESIDENT OF SALES CLUB 





C. Louis Allen, of Pyrene Co., Says 
Organization of Salesmen Will 
Have Its Own Club 


C. Louis Allens 
president of the 
Pyrene Manufac- 
turing Co., is giv- 
ing a great deal of 
his time to the 
New York Sales- 
manship Club, of 
which he igs presi- 
dent. The new club 
fas many  insur- 
ance members, and 
proposes to be in 
its own home with- 
in the next six months, to enable it to 
carry out properly a comprenensive 
and thorough educational propaganda. 

Individual and associate member- 
ships are to be raised from $10 to $20; 
life memberships are to be $500 instead 
ef $250. Sustaining memberships are 
to be $100 instead of $50 a year. 

Isaac F. Marcosson, well-known writ- 
er on business topics, was the leading 
speaker at this week’s meeting of the 
club. 

Mr. Allen, by the way, is thirty-two 
years old. 








CRAWFORD GOES WITH LETTON 
S. K. Crawford, former manager of 


the automobile department of the 
Home Insurance Company of New 
York, has gone with H. W. Letton, 


United States manager of the Zurich, 
the Prussian National and the Nether- 
lands. 

C. M. Martindale, associate manager 
of the automobile department of the 
Home, succeeds Mr. Crawford as man- 
ager. 





N. Y. CENTRAL EXPLOSIVES 


Vice-President John Carstensen, of 
the New York Central, said this week: 

“This company, besides observing 
the regulations prescribed by the In- 
terstate Commerce Commission for 
handling of explosives and other dang- 
erous articles, has special inspectors 
and watchmen on its premises and a 
comprehensive equipment of fire pro- 
tection.” 




















TWO OF THE OLDEST AND STRONGEST FIRE INSURANCE COMPANIES IN FRANCE 


ORGANIZED 1819 


Losses Paid: 


GENERAL FIRE 


ASSURANCE CO. 


OF PARIS 


FRED. S. JAMES 
GEO. W. BLOSSOM 
W. A. BLODGETT 


$79,029,547.12 








Losses Paid: 


URBAINE 


FIRE INSURANCE Co. 


ORGANIZED 1838 
$62,613,502.02 


OF PARIS 


FRED. S. JAMES & CO. 


United States Managers 
123 WILLIAM STREET, NEW YORK 


c. B. G. GAILLARD 
Assistant Manager 
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Why Auto Mutual 
Plans Fell Through 


PREMIUM NOTES CONSIDERED 
PART OF CAPITAL STOCK 
$300,000 in Premiums Necessary, But 
Hard to Get—Views of 
Attorney-General 








Up to date no automobile mutuals 
have been formed in this State under 
Section 152 of the Insurance Law, and 
the reason is that the mutuals which 
wanted to commence business could not 
do so until agreements had been en- 
tered into for insurance with at least 
one hundred applicants, the premiums 
on which shall amount to at least $300,- 
000, and notes had been received in 
advance for the premiums on such 
risks, payable at the end of or within 
twelve months, which notes shall be 
considered part of the capital. The re- 
quirements proved too stiff. 


Why Rochester Automobile Fell 
Through 


At one time it was thought that the 
Automobile Club Mutual Insurance 
Company of Rochester would go 
through. This was the mutual in which 
Charles M. Tobin, formerly a special 
agent of a large fire insurance com- 
pany, was interested. 

By the application agreement of this 
club the subscriber did not agree to 
take insurance upon any specific auto- 
mobile or automobiles, nor was the 
kind of insurance he will take (fire, 
collision, burglary, theft, etc.) agreed 
upon. 

Furthermore, the club’s subscription 
conditions contained the following 
paragraph: 

Any subscriber hereto may dis- 
charge his obligation by taking in- 
surance in his own name or by 
taking insurance partly or wholly 
in the names and for the account 
of other satisfactory solvent appli- 
cants for insurance, whose risks 
shall be approved by said new cor- 
poration when organized and be ac- 
ceptable to it. The total of the 
premium therefor when paid to be 
applicable to the payment of the 
note so to be given by the sub- 
scriber. 

Attorney-General’s Interpretation 


The Attorney-General in a letter to 
the Insurance Commissioner gave his 
belief that the insurance law contem- 
plated that subscribers should be appli- 
cants for a specific policy or policies 
of insurance upon property specifically 
named in the agreement, so that the 
company will not only have capital 
enough to justify its entering upon the 
business of insurance but also an actual 
business of insurance with precisely 
known “risks.” The Attorney-General 
said: 

“When section 150 of the Insurance 
Law containing the provisions for the 
incorporation of marine insurance com- 
panies was drafted it did not provide 
that such corporation might do an auto- 
mobile insurance business. That power 
was inserted later, and, no doubt, was 
placed there to extend the field of op- 
eration of already organized marine in- 
surance companies. A $1,000 premium 





“The Leading Fire Insurance Company 
in America” 


WM. B. CLARK, President 








ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 


Application For Agencies Invited 








upon specific, marine or transportation 
risks would be a reasonable agreement 
for any one subscriber to make. When 
applied to automobile insurance risks 
it appears unnecessarily excessive for 
one subscriber, and yet we cannot for 
that reason avoid the plain language 
of the statute by allowing subscribers 
to mutual automobile companies to off- 
set the provisions of the statute by 
agreeing to take insurance upon prop- 
erty which they do not own and have 
not brought forward for insurance. 

“T have no doubt of tne good faith 
of the organization of this company. I 
cannot, however, convince myself that 
they have appreciated fully the precise 
character of the obligations which they 
have fully assumed. It is my opinion 
that the signers of the notes have not 
fully realized that they will be required 
to pay into the treasury at the maturity 
of the notes the full amount thereof 
in cash less whatever each may have 
previously paid as a premium upon a 
policy of insurance.” 





PAID $536,574 IN LOSSES 





And Transportation Mutual’s Net Pre- 
miums Last Year Were $515,007 
—Other Mutual Losses 





The Transportation Mutual Insurance 
Company, of Philadelphia, of which 
Charles E. Mathew is president, and 
Henry F. Clark secretary, had rather an 
interesting time last year, as the Penn- 
sylvania Insurance report shows that its 
net premiums were $515,009, while its 
net losses were $536,574. It had net 
amount in force December 31, 1915, of 
$64,229,414. Its total admitted assets 
were $914,747. 

Losses incurred by some other Penn- 
sylvania mutuals last year follow: 
Briar Creek Farmers .......... $23,162 


Farmers & Mechanics ........ 20,706 
Farmers’ Nazareth ........... 37,895 
Friends’ Cove Farmers ........ 22,179 
GOCREMROPPON .... 0. ccc ccccece 35,589 
Een ee 32,713 
SIU Pid iit och 5, lahore dk 25,750 
a rc ee ere 24,613 
ME iret oh kx Saco wie 42,930 
NR ai atte sao inesary gong ac 25,497 
Mutual of Coatesville ........ 140,136 
Mutual Fire, Marine & Inland . 311,985 
National Hardwood Dealers ... 27,657 
NN sek as 65 MNCS ae oe 06a 29,684 
Pennsylvania Lumbermens’ .. 136,546 
Pennsylvania Millers’ ........ 106,241 
Eas ait ae ain nnsask wyeevelad 26,032 
NE 655 a dk eR hele swacrceee 32,241 
i gs 539,304 
gE CREE ye oo ee eee 21,692 





STRENGTH 


HENRY J. HOUGE B.M. CULVER 
Assistant Secretaries 





INTEGRITY SERVICE 


- ™ A Broad Underwriting Service to Agents 
rites Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Expl , ete. 
Works in Harmony with American Agency Principles ta ~~ 





JAMES H. BREWSTER, Manager 
Hartford, Conn. 





and Practices 





PENNSYLVANIA RATIOS 





1874 High Water Profit Mark of Home 
Companies—1906 and 1914 
Worst Years 





The following table shows the ratio 
of profits and losses to premium in- 
come of Pennsylvania joint stock com- 
panies for the past forty-one years, or 
covering the entire period from the es- 
tablishment of the Insurance Depart- 
ment to January 1, 1916. 

The period from 1874 to 1880 shows 
good underwriting profits. The period 
from 1880 to 1890 shows small profits 
in four years, and an underwriting loss 
in the other six. The period from 1890 
to 1900 shows profits in six years and 
losses in the other four. From 1900 to 
the present time there have been losses 
in seven years and profits in the other 
nine years. The ratio of profit or loss 
to premium income in each year fol- 
lows: 


Ratio of profit to premium, 1874 . 18.50 
Profit to premium, 1875 ........ 12.39 
Profit to premium, 1876 ........ 12.70 
Profit to premium, 1877 ........ 2.68 
Profit to premium, 1878 ........ 5.22 
Profit to premium, 1879 ........ 3.78 
Profit to premium, 1880 ........ 7.91 
Loss to premium, 1881 .......... 1.11 
Loss to premium, 1882 .......... “a 
Profit to premium, 1883 ........ .60 
Loss to premium, 1884 .......... 3.98 
Loss to premium, 1885 .......... 12 
Profit to premium, 1886 ........ 1.27 
Loss to premium, 1887 .......... 1.78 
Profit to premium, 1888 ........ 1.25 
Loss to premium, 1889 .......... .75 
Profit to premium, 1890 ........ 9.10 
Loss to premium, 1891 .......... 3.63 
Profit to premium, 1892 ........ 42 
Loss to premium, 1893 .......... 10.77 
Profit to premium, 1894 ........ 33 
Profit to premium, 1895 ........ 4.95 
Profit to premium, 1896 ........ 6.98 
Profit to premium, 1897 ........ 4.76 
Loss to premium, 1898 .......... 6.31 
Loss to premium, 1899 .......... 12.55 
Loss to premium, 1900 .......... 8.49 
Loss to premium, 1901, .......... 18 
Profit to premium, 1902 ........ 5.74 
Profit to premium, 1903 ........ 10.57 
Loss to premium, 1904 .......... 14 
Profit to premium, 1905 ........ 11.62 
Loss to premium, 1906 .......... 32.20 
Profit to premium, 1907 ........ 16.32 
Loss to premium, 1908 ........ .25 
Profit to premium, 1909 ........ 10.18 
Profit to premium, 1910 ........ 9.98 
Profit to premium, 1911 ........ 1.34 
Profit to premium, 1912 ........ 3.94 
Profit to premium, 1913 ........ 1.18 
Loss to premium, 1914 .......... 14.46 
Loss to premium, 1915 .......... 5.09 


The following table shows the busi- 
ness of all stock companies, domestic 
and foreign, transacted in Pennsylvania 
last year: 





Premiums. Losses. 

a Serre $ 4,106,375 $1,751,017 
Co’s., other States 11,473,203 4,893,905 
Foreign Co’s. 6,975,566 3,332,782 
Total fire ..$22,555,144 $9,977,705 


Ratio of fire losses paid to premi- 
ums received in Pennsylvania 
a SS a eee ee 47.07 


Ratio of fire losses paid to premi- 
ums received in Pennsylvania 
Me OE. Ke ccatacsausaateews 44.23 





Replacing Property 
Damaged by Fire 


(Continued from page 1.) 
ful in forcing a reasonable adjustment.” 


Replacement Does Not Apply to Struc- 
tural Loss 


Mr. Ellison replied as follows: “Tae 
judge wrote no opinion in the Prairie 
Oil & Gas Company case. 

“My contention from the start was 
that the provision of the policy giving 
an option to the insurance company to 
‘repair, rebuild or replace’ was not ap- 
plicable at all to what might be called 
a merchandise loss, but did apply to a 
‘structural’ loss. The judge leaned with 
me on my construction of the policy, 
but did not pass unequivocally on the 
question, contenting himself with rul- 
ing that if any offer to replace had 
been made it was made through G. A. 
Groetschius, wao had been employed 
as an adjuster by the Globe & Rutgers 
in place of the Western Adjustment 
Company, which latter had been named 
ic the ‘form’ as the adjuster to adjust 
any loss that might occur. Tae ruling 
o< the court in this regard was to the 
effect that the Globe & Rutgers could 
not change its adjuster under the cir- 
cumstances without the consent of the 
assured and, consequently, that the of- 
fer to replace if ever made by Goet- 
schius, was ineffectual and in no way 
binding on the insured, 

“I might add that the suggestion that 
the Globe & Rutgers could offer to re- 
place tae oil in question, which was of 
the value of 75 cents per barrel at the 
time and place of the fire, with Other 
oil that could be purchased in the mar- 
ket at a later day at a greatly reduced 
price, made the jury smile—as I think 
it snould. They and I felt that if the 
market had gone up the Globe & Rut- 
gers would have clung tenaciously to 
its right to pay the cash value of the 
vil at the time of the loss. 


Obligation of Company 


“The obligation of tne Globe & Rut- 
gers, in my opinion, was to pay the 
actual cash value of the property at the 
time of the loss, provided that at that 
time the insured could not have re- 
Placed it with material of like kind and 
quality; in other words, that the re- 
placement provision applied only to the 
time and place of the fire. At that 
time the oil could not have been re- 
placed for less than 75 cents a barrel, 
and the fact taat later the price of oil 
receded was not material to the case.’ 








Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, IDIG6 . 
ARBORS cccccccecenerdscesccsccogerecesss Qeeete 


ED. 50.0 6010'06000s400rscsssees be00ss 
EE ee ee ee re 
UNITED STATES BRANCH 

123 WILLIAM ST., NEW YORK 

J. H. LENEHAN, 

AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


922,699 
1,140,616 


United States Manager 
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First Commissioner To 
Condense a Report 


STATES TO FOLLOW 


OTHER 





Harper, of Colorado, Puts Facts About 
Each Company on Single 
Page 





The first of the insurance commis- 
sioners to issue an abridged annual re- 
port is E. R. Harper, of Colorado, whose 
1916 report was received this week. It 
is in accordance with a resolution of- 
fered at a recent insurance commission- 
ers’ meeting recommending that each 
State issue such a report unless it cared 
to get out a more complete one. The 
purpose of the plan of abridged reports 
is to economize in the cost of State re- 
ports and at the same time make pos- 
sible the obtaining of full information 
regarding each company from the re- 
port of its home State. All lines of in- 
surance are covered in the volume. 

The cumbersome annual reports is- 
sued by the insurance departments are 
not only expensive but contain a great 
deal of information of a repeat nature. 

There has been a demand for less 
bulky reports. In the same mail carry- 
ing the Colorado report came the Penn- 
sylvania report for fire and marine only. 
The latter contains 1,520 pages. 

Sample Page 

In the case of the Colorado com- 
panies, the Colorado report of 1916 
prints complete information, but com- 
panies from other States or from abroad 


get one page only. The following shows 
the manner of treatment and type of in- 
formation given: 


ASSISTANCE 





If Local Agent Doesn’t Keep Assured 
Posted Somebody Else Will, 
Says Ide 





Henry J. Ide, president of the New 
England Insurance Exchange, said at 
the recent meeting of the New Hamp- 
shire Local Agents’ Association: 

“The city brokers are wandering 
a-field now-a-days, and their competi- 
tion is real, not imaginary. Tne aver- 
age insurer is waking up to the fact 
that there are those who can give him 
valuable assistance, and if his local 
agent doesn’t keep him posted, some- 
one else surely will. If a local agent in 
New Hampshire or (Massachusetts 
waits until the New York broker has 
furnished specifications and made a 
bid for his ‘big risk’ before he talks 
sprinklers with the assured, he de- 
serves to lose the business.” 





MANCHESTER ANNIVERSARY 





Local Agents’ Association Formed By 
Eight Men, All of Whom 
are Dead 





The Fire Association of Manchester, 
N. H., will celebrate its fiftieth an- 
niversary on December 29. The as- 
sociation was formed by eight local 
agents, all of whom are dead. 

A committee consisting of Col. J. A. 
Sheehan, W. G. Berry and G. Allen 
Putnam, appointed to arrange for the 


anniversary, is making progress, and 
a number of underwriters are expected 
in Manchester on December 29. The 
president of the local board is C. M. 
Edger. 





Liverpool & London & Globe Insurance Company, Limited, Liverpool, Eng. 


Incorporated 1836. 
United States Head Office, 80 William Street, 


Manager, 


Commenced business in United States 1848 


New York 


HENRY W. EATON 


CAPITAL STOCK 





AMOS CE GORORES ONGUR as cciicisdeicnscccnonedcest $ 200,000.00 
Ledger assets Dec. 31 of previous year............- 15,114,393.90 
PROVENOR OE CUDUGE GQUUINE PORT iccacsccctscsescxecnss,  §.  iq§- ‘seesewndedes $ 15,114,393.90 
INCOME 
ee SUNN CUNORINIS 056s in onc pasigncigpaghaedthe naunehennre kesameceens $ * 8,960,071.17 
SO SOTOOORE TMCOMNEs 5 osncscscecaseniseahecseesseesesteceseceseaene 547,410.61 
SEE BONING  ncaGeiscnicsnncassenannetdlasdsusuddonvesessiloaue 324,132.46 
TE CE iis ice ch nddvacidcceesseseubcetaeeasaenne nits $ 9,831,614.24 
DISBURSEMENTS . 
Net amount paid policyholders for losses...........sseeeeeeeeeeeeesees $  5,237,375.15 
Paid stockholders for interest or dividends...........scceeccecceceesse — seeecceesees 
GE GUIDE  cnacancagansinwdsqucessusuesces ccaueeuasenSenyecene 4,488,436.82 
Ee SN isch rtei sn vdkncnnnscasadsi st aitemdsarincnseue $  9,725,811.97 
ASSETS 
TUE: DEI DUB ind cccisanecas ssiceeangieesdabsipdentbietssccuons $ 14,814,383.94 
LIABILITIES 
Total amount of liabilities, except capital and surplus ....... --$  9,972,496.75 
Deposit capital, $200,000.00; surplus, $4,641,887.19..............0005 es 4,841,887.19 
ERE. SOUND: «ivi i0ccnsecddnetadasenddaeiaanees wen bonandieacuss $ 14,814,383.94 
RISKS AND PREMIUMS 
‘ ? Risks Premiums 
poet penn fn Dawe Get. Oh, WO iiiccckcawhic seen caccdundsnsccnccgnal $1,612,503,321.00 $ 16,444,130.80 


COLORADO BUSINESS DURING THE YEAR 


SN. GIS BIR sia icticcndesetccagueteensn sin 
Less $2,500,036.00 risks cancelled, 
authorized in Colorado........cccccocscccscccee 


and $12,059,655.00 





22,012,237.00 
re-insurance 


14,559,691.00 








OS SE RE EES ey eS ee one ee aR Bers Teen $ 7,452,546.00 
SRE RUN BI RR a ss cid evns Coble vcbNibs bees ccddaeeeseeetdessuewncd $ 170,348.96 
Less $21,171.61 return premiums, and $57,758.35 premiums for re-insurance in com- 

POD SI TE TOs 6 oink sve tees osecicscs cosnces voteouecsenacsnensaueess« 78,929.96 

Net premiums received...........ssscccsccers 91,419.00 
Losses paid (deducting salvage) , 64,760.14 
Less losses on risks re-insured in companies authorized in C 23,256.85 

PO NE MUNN s cued cu tivadeduknies saebak ibe +i btleded oer aiaate deca baceuataaeneee $ 41,503.29 
SIGS: SUN, ule 5 fewiislai gn i¥Os cia eR edt peceiicebn'sy inp Wie eitun talon BER e EEE Oh rhe $ 57,484.14 

ess losses on risks re-insured in companies authorized in Colorado.......... 14,022.85 

TR. SOROS |S F isc 5a sh vena edhina ddan pd degaeusdda tuaaids deed bunncaeiaens $ ee 43,461.29 

AMERICAN DRUGGISTS’ ACTION FOUNTAIN LEAVES RATING 
Pennsylvania insurance men _ are OFFICE 


much interested in the proceedings in- 
stituted by the American Druggists, of 
Cincinnati, which will test the Penn- 
sylvania rating law. 


Frank Fountain, of Atlee Brown’s 
Jersey City office, resigned this week 
to go with W. L. Perrin & Sons, be- 
ginning Monday. 





LONDON, 


United States Branch 


INCORPORATED 1720 


Royal Exchange Assurance 


92 William Street, New York 


ENGLAND 
RICHARD D. HARVEY 


United States Manager 








THE YORKSHIR 


e “Yorkshire” 


Frank $ Du Bois, United States Managers 
Harry F. . Wanvig, saee Secretary 


New York Life eee aan Trust Co., 
DENY. CAROLINA-VIRGINIA 


SOU’ 

ST SSISSIPPL Jas. B. 
Johnston, Manager, a 
Francisco, Cal. 


Ross, 


ESTABLISHED 
is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in ie United States 
H 


Fra 

80 MAIDEN LANE, 
U. S. Trustee, 
Wiliard S. Brown & Co., 
CAROLINA-VIRGINIA, Harry R. 
BASTERN, Dargan & Hopkins, Managers, "Atlanta, Ga.; 
Manager, New 
K. Hamilton and McClure Kelly, ’ Assistant Managers, San 


INSURANCE COMPANY, LTD., 
OF YORK, ENGLAND 


1824 


Ernest B. Boyd, Underwriting Manager 
nk B. Martin, Supt. of Agencies 

YORE 

No. 52 Wall St., New York 

Managers, now the or 

Bush, Manager, er? 

LOU TSTANA, and 


rleans, La.; PACIFIC COAST, Jas. C. 











THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


—— BL President 
FRED. ~ Vice-President 


mT VIS, "Secreta: 
WILLIAM HORRISON, ‘Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 
ORGANIZED 1859 


STATEMENT, JANUARY 1, 1916 
Cash Capital ..... $1,000,000.00 


ROE aie oneness $8,029,651.84 
Liabilities ..... --+ $3,920,295.68 
Net Surplus ...... $3,109,356.16 
Surplus for Policy 

Holders ..... -. $4,109,356.16 


HEAD OFFICE: 


Cor. William and Cedar Streets 








207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











PLAN OF NEW EXCHANGE 


The plan of operation of the 
Manufacturers’ Exchange, now being 
organized in Chicago by R. M. William- 
son, manager of the Sprinkler Risk 
Underwriters, is to require an initial 
deposit of 65 per cent. of the amount of 
premium which would ordinarily be 
paid to stock companies. Of this, 16 
per cent. would be an expense element 
and the remaining fifty per cent. would 
be placed to the credit of the insured. 
At the end of six months, if losses 
amounted to one-half of the stock com- 
pany premium, the insured would be 
chargeable with such amount plus 10 
per cent. of the customary annual pre- 
mium for expenses. This would still 
leave to his credit the original amount 
paid in, less the expense provision. 


If, on the other hand, the losses 
amounted to only, say, ten per cent. of 
the amount of the customary annual 
premium, the insured would be charge- 


BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 
January 1, 1916 
BROORO  scccusacessdbnanesesssdcce 
Surplus in United States..... 
Total losses paid in United 
States from 1874 to 1915, 
SOURED vecccsevssivibhsnsats 23,984,892. 36 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen, Mgr. 











able with such amount plus 10 per 
cent. of customary premium for ex- 
penses. If losses make an additional 
deposit essential or desirable at any 
time, such additional deposit, not ex- 
ceeding three times the customary an- 
nual premium, shall be payable upon 
fifteen days’ notice to the policyholder. 


MYERS & CO. LITIGATION 
Some of the cases of J. W. Myers 
& Co., Hagerstown, against fire insur- 
ance companies, will be tried in the 
Federal court and some in the county 
court. A fallen warehouse’ which 
burned figures in the litigation. 


D. T. Curry placed most of the insur- 
ance at Roscoe, N. Y., the business 
section of which was burned last 
week. Fire departments from Livings- 
ton Manor and Liberty, N. Y., came to 
the aid of the local department. 
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New York Federation 
Hears Day and Reid 


ANNUAL MEETING OF NEW YORK 
STATE ORGANIZATION HELD 
HERE 





Many New Faces at Meeting—SJ. W. 
Henry Tells How Pennsylvania 
is Organized 





The Insurance Federation of New 
York State held its annual meeting in 
this city Friday of last week. Attending 
were numerous prominent local agents 
from up-State, including William H. 
Hecox, president of the New York State 
Association of Insurance Agents; sev- 
eral officers of casualty companies; a 
number of prominent fire brokers of 
New York City, including John A. 
Eckert, Julian Lucas and D. F. Driscoll, 
and many men who have not previously 
attended any insurance organization’s 
meeting. 

The Federation elected as president 
for the next twelve months G. T. Ams- 
den, of Rochester, who has already 
given a great deal of his time to asso- 
ciation work, and who has also been 
president of the Fire Agents’ state or- 
ganization. He represents the National 
Surety Co. in Rochester. Major N. E. 
Turgeon, of the Aetna Life, now a life 
insurance man in Buffalo, and formerly 
a casualty man, who has also sacrificed 
private interests to work for the best 
good of insurance as a whole, was re- 
elected treasurer. Other officers 
elected were from all walks of in- 
surance including George A. Scott, 
president of the New York State Frater- 
nal organization, as first vice-president 
and Captain W. P. Blackman, of New 
Rochelle, (fire agent) as second vice- 
president. 

The Speakers 


The meeting was of unusual interest 
for many reasons. The New York 
State men had a chance to see and 
hear the dynamic J. W. Henry, of Pitts- 
burgh, president of the Insurance Fed- 
eration of Pennsylvania; they heard a 
rattling good talk by A. Duncan Reid, 
manager of the Globe Indemnity; and 
they listened to a frank talk about 
the Federation movement from Fred- 
erick W. Day, assistant manager of 
the Royal, and the first prominent fire 
underwriter to address a Federation 
meeting in the East. They also were 
greatly impressed by an account of the 
growth of the socialistic wave in the 
Dakotas, Minnesota and other Western 
States, particularly among farmers, 
made by Secretary Mark T. McKee, 
who spends more than twenty nights 
a month traveling to and from Federa- 
tion meetings. 

“If you believe in preparedness as I 
do, then you believe in the Federation 
movement,” said Mr. Amsden. “The 
question before us is, are we going to 
be caught napping as were the Ohio 
agents, who lost their business because 
of radical legislation, or are we going 
to be ready to combat that legislation 
if it lifts its head in this State? There 
is only one way to fight ‘State insurance 
and that is through the Federation 
movement.” 

Mr. Amsden said that the Insurance 
Federation of New York was formed in 
October, 1914, and has 2,804 members. 
Other States have larger memberships, 
and it is up to New York insurance 
men to make the Federation here the 
greatest Federation in the country. 

Major Turgeon explained the opera- 
t‘ons of the National Council and said 
it had no control over the State Fed- 
erations, but simply acted in an ad- 
visory capacity. 

Fight for Business as Well as Family 

There has been considerable discus- 
sion as to the object of the Federation, 
which Major Turgeon said was to de- 
feat all legislation which would make 
the State directly or indirectly an un- 


derwriter of insurance hazards of any 
description. He scouted the idea that 
the Federation would line up one di- 
vision of insurance men against any 
other division, or take any part in con- 
troversial matters, Major Turgeon said 
a man should fight to protect his busi- 
ness just as he will fight to protect his 
family. 


“Do you feel that you are so secure 
in New York State that nothing can be 
introduced in the Legislature to inter- 
fere with your business? If you feel 
that way, I will ask you to hark back 
t» the time when the State went into 
the compensation business. Draw your 
own conclusion from this.” 

In discussing the attitude of life in- 
surance men towards the Federation he 
said that they were asleep. 


A. Duncan Reid a Federation Enthu- 
siast 

Manager Reid, of the Globe Indem- 
nity, said at the outset that he regarded 
the Federation as an organization that 
is trying to accomplish real benefit for 
the men in insurance. He said that the 
average insurance man is a person 
above the ordinary run of ability. “You 
have all worked hard to develop your 
business,” he said. “The insurance 
business requires a degree of technical 
knowledge that makes it a real pro- 
fession. If anything happens to im- 
peril your family you will fight to the 
last to save your loved ones; so don’t 
sit still and let your business be im- 
perilled, and probably lost, when it can 
be saved by an intelligent struggle 
through just such a movement as the 
Insurance Federation. The business is 
yours; protect it.” 


Tells About Pennsylvania 

J. W. Henry’s story of the manner in 
which the Federation was organized in 
Pennsylvania shows that there are in- 
surance men everywhere who will drop 
their private interests in order to join 
in a movement for the good of the 
whole. He first learned about the Fed- 
eration by attending a meeting with 
several other Pennsylvania men in 
Columbus. He was stirred by the 
danger to agents of the growing State 
insurance ogre. He returned to Penn- 
sylvania and with Wallace Reid and 
others immediately started the Penn- 
sylvania Federation movement. County 
seats were visited and leading agents 
were placed on county and executive 
committees. Luncheons were held. 
There was a great deal of publicity in 
the newspapers; in fact, Mr! Henry 
proved himself a wizard at getting 
news of the Federation before the in- 
surance men. Now forty-two counties 
out of sixty-seven in the State are or- 
ganized, and men in every one of these 
counties can be called upon for service 
at any time of the day or night and 
they will respond to the Federation’s 
call. In fact, they are glad to do so. 

Mr. Henry said that the Pennsylvania 
Federation did not try to get every in- 
surance clerk, stenographer and book- 
keeper into the organization, but went 
gunning first for the leaders, and in 
Philadelphia four of the leading fire 
men of the town were giving the Fed- 
eration their best support. He told 
what the Federation had done in killing 
Senate Bill 93, which provided that no 
company could cancel an accident or 
health contract after being issued ex- 
cept at the request of the insured. 


The Farmers’ Non-Partisan League 

Mark T. McKee’s graphic picture of 
the activities of the Farmers’ Non- 
Partisan Political League, which is only 
a year and a half old, and which cap- 
tured the Republican organization, 
nominated and elected its ticket in 
North Dakota, and is spreading to other 
States, gave the New Yorkers present 
an idea of what the Western insurance 
men are experiencing. He said this 
league expects to operate in the South. 
and there will go out after the Demo- 
cratic machinery and get control of 
that. One of its leading planks is to 
operate the insurance business. 


This league was started by some can- 
vassers for a magazine, who now have 
so much power that they are called 
“The Big Five” and rule the State. 
They control the courts and elected a 
justice of the peace as the leading 
judge. They have organized 40,009 
farmers to do their will. Just what 
North Dakota insurance agents think 
of the Federation movement is shown 
by the fact that out of 1,400 insurance 
men there 1,100 are in the Federation. 


F. W. Day’s Talk 

Frederick W. Day’s talk was as fol- 
lows: 

“Wittingly or no, the founders of this 
Federation started a movement which 
possesses tremendous potentialities for 
both good and ill and which has in it 
the elements of destruction as well as 
those of construction, and the extent 
and ramifications of which they could 
not well have foreseen. 


“The Federation is here to stay if you 
gentlemen are wise enough and able 
enough to weld its diverse membership 
into an effective whole—mere growth In 
membership (which it has been charged 
has so far unduly characterized its ac- 
tivities) will not hasten the day of 
failure: To strengthen your member- 
ship is praiseworthy and necessary, but 
with it should go the building up of the 
organization along constructive lines. 


“IT have heard it stated that one of 
the reasons why the Federation has not 
received stronger support from thé 
branch of the profession I have the 
honor to represent—especially here in 
the East—is because it has not yet been 
made clear just what it stands for; 
that while it is true its ‘object’ is stated 
in concise terms, its ‘platform’ seems 
ta be a declaration of ‘ambitious am- 
biguity.” To the extent that such a 
criticism may be warranted I do not 
think it is necessarily derogatory to 
those who formulated its platform or 
who have thus far had the guidance of 
its affairs, for it could not be foreseen 
just how its activities would be devel- 
oped, but has not the time arrived 
when the Federation should ‘find’ itself 
aud so clarify its platform that ‘he who 
runs may read?’ 

“From the stated ‘object’ of the Fed- 
eration its activities would seem to find 
their natural limit in matters having to 
do with legislation, but its ‘platform’ 
deals with many other important and 
far-reaching questions. 


Utmost Caution Necessary 

“I need not emphasize to such an 
astute body the imperative necessity 
of the utmost caution before you de- 
clare yourselves along legislative lines; 
there is need of unusual care that pro- 
posed measures shall be viewed from 
all angles and considered in their bear- 
ing upon all the interests affected be- 
fore you lend your support or evidence 
your opposition thereto. The articles of 
association are silent as to the dutles 
of your laws and legislation committee 
(perhaps advisedly so), but if I am re- 
liably informed it is because of the 
absence of anything reassuring along 
these lines that you have failed to se- 
cure a greater measure of support in 
certain directions. Your organization 
may, I think, be quite properly repre- 
sented as a chain linking the public and 
the companies together. 


“One of the planks of your platform 
reads: ‘It believes in education and en- 
lightenment, etc., but your list of stand- 
ing committees is limited to member- 
ship, finance, law and legislation, and 
grievance. Why not educational and 
enlightenment committee? Surely such 
a committee will find plenty to do when 
we realize that ‘ignorance’ is respon- 
sible for most of the pernicious legis- 
lation that now affects the business; 
can this ignorance be dispelled in any 
better or surer manner than by a sys- 
tematic and continuous education of 
the public and legislators, and is there 
any better medium for the purpose than 
an organization of this character, stand- 
ing as it does in a ‘neutral’ position be- 
tween company and insured? 


WIND-STORM BUSINESS 





It is There for Agent Who Looks for 
It, Says Glens Falls 
“Once in a While” 





While some agents are writing con- 
siderable tornado business, others, even 
in the same vicinity, write little or 
nene, indicating that all agents are not 
alive to the possibilities of this addi- 
tional source of income, says the Glens 
Falls, and continues: 


The hazard is general, for it doesn’t 
require a full-fledged tornado with its 
funnel-shaped cloud to inflict damage. 
An ordinary wind-storm is capable of 
property loss. Winds are usually ac- 
companied by rain, and if wind opens a 
rcof the rain can do much harm to 
merchandise, house furnishings and 
oiher contents, and interior finishings. 


It is reported of a certain agent, that 
when he writes fire insurance on a cli- 
ent’s property he also writes a wind- 
storm policy on the same, believing in 
its needed protection, and explains the 
matter when he delivers tne policies, 
and that a large proportion of these 
wind-storm policies “stick.” 


Another agent makes a memorandum 
o; all the wind-storm damages, how- 
ever small, which occur in his vicinity, 
using it in canvassing for wind-storm 
business. 

Tais sort of damage may not come as 
often as from fire, but it does come 
and sometimes of “conflagration” di- 
mensions. 





AN UNIQUE INSTITUTION 





Philadelphia Contributionship for the 
Insurance of Houses From Loss 
By Fire 





The Philadelphia Contributionship for 
the Insurance of Houses from Loss by 
Fire, which commenced business in 
March, 1752, and which was incorpora- 
ted in February, 1768, had $23,719,441 in 
force on December 31, 1915, and wrote 
or renewed during the year $1,840,450. 
It has a surplus as regards policyhold- 
ers of $6,109,751. Last year it paid $11,- 
377 to policyholders for losses; $4,172 
commissions, and $27,590 in salaries. 
It paid to policyholders for interest or 
dividends, $29,089. Its income of net de- 
posits was $35,094. Its total income 
was $329,074. 

All of its risks are in Pennsylvania. 
J. Rodman Paul is chairman of the 
board of directors; and J. Somers Smith 
is secretary. 


B. M. SIMPSON RETIRES 

B. Mitchell Simpson, who has been 
in the insurance business for half a 
century, has retired from William A. 
Simpson & Son. Erwin M. Simpson has 
joined the firm, which is now composed 
also of Charles C. and William M. Simp. 
son. Mr. Erwin M. Simpson has been 
with Curtin & Brockie. 





The Co-operative of Greene, Schoharie 
and Delaware Counties has total admit- 
ted assets of $63,487, and 8,251 policies 
in force. Its losses last year were 
$21,252. 








“One plank only of your platform 
speaks of co-operation, and that refers 
to the ‘co-operation of the public,’ but 
if the ‘vision’ I am attempting to bring 
before you is to become a reality you 
will need more than the ‘co-operation 
of the public.’ That you might in time 
be able to secure through the process 
of education to which I have alluded, 
but you must also have the confidence 
and co-operation of the companies if 
you are to attain your destiny. The 
link that holds the public on one side 
must be attached to the companies on 
the other.” 
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Casualty and Surety News 











Increases in Wages 
Show Big Percentage 


EXCEED COMPENSATION RATIO 
IN NEW YORK 





Labor Statistics Applied to Present 
Experience of Companies on 
Compensation Business 





The bureau of statistics of the New 
York State Department of Labor has 


tabulated the wage increases in vari- 
ous industries in the State and these 
figures appear to have an important 
bearing on the question of the present 
experience of the casualty companies 
on workmen’s compensation business. 

The percentage of wage increases as 
revealed in these statistics when ap- 
plied to the estimated increase in com- 
pensation payments, which, according 
to the Compensation Bureau of the 
State Industrial Commission amounts 
to a 50 per cent. increase, appear to 
bring out reasons why the loss ratios 
as viewed at the present time seem to 
be excessive. This may be illustrated 
as follows: 

Policies in force on which losses 
have occurred have been written large- 
ly on the basis of estimated premiums 
based on payrolls as they were in 
The effect of this is to 
understate the actual payrolls of 1915 
and 1916 and hence the corresponding 
premiums. In the accompanying tabu- 
lation the wage condition in June, 1914 
is represented by 100 per cent. 

Inquiry among the companies as to 
current loss experience shows estimates 
above 75 per cent. by some and even 
higher figures are mentioned. 

Taking the payroll in the metal in- 
dustries in June, 1914, at 100 the fol- 
lowing comparison may be made. 

June, 1914, payroll was......... 100 

April, 1916, it had increased to.150 

July, 1916, it had increased to. .155 

Sept., 1916, it had increased to. .167 


Likewise, policies which were re- 


newed in 1915 (even if new estimated 
premiums were stated in such policies) 
will be subject to further increases due 
to greater payroll expenditures in 1916 
than in 1915. 

Again the metal industries show the 
following comparison of four months of 
1916 with the same months in 1915. 

June, 50 per cent. greater than June, 
1915. 

July 47 per cent. greater than July, 
915. 


August, 48 per cent. greater than 
August, 1915. 

September, 52 per cent. greater than 
September, 1915. 





EVARTS LEAVES GLOBE 





Assistant Superintendent of Metropoli- 
tan Department Becomes Asso- 
ciated With Boynton Bros. & Co. 





Roy C. Evarts, assistant superin- 
tendent of the metropolitan department 
of the Globe Indemnity, has resigned 
as of to-day and will become associated 
with Boynton Bros. & Co., of Perth 
Amboy. Mr. Evarts has been with the 
Globe for the past five years and was 
the first special agent employed py 
that Company. Prior to going with 
the Globe he had been connected with 
the Fidelity & Casualty, having started 
as an office boy in 1902 and working 
up to the position of special agent. 


Last Tuesday his associates tendered 
Mr. Evarts a farewell dinner at Shan- 
ley’s at which thirty-five were present. 
W. S. Barton, superintendent of the 
metropolitan department of the Globe, 
presented him on behalf of those pres- 
ent with a suitably inscribed loving 
cup. Nat. W. Troutman, superintend- 
ent of the accident-health department, 
presided as toastmaster. 








acest Te 


Automobiles . 

Furs and fur goods............ 221 
DTOGR, COMDSE, GEG. .cncccccaces 217 
Pig iron rolling mills .......... 192 
Stone, mineral products........ 177 


Animal & mineral oil products.176 


The conclusion arrived at by an au- 
thority, who has examined these figures 
is that the present payroll figures used 
by the companies in their calculation 
do not take into consideration the full 
extent of the increase in payroll in 
these industries which have experienced 
the greatest increase in activity and 
in which the largest volume of claims 
has occurred. 

Percentage of increase each month 
compared with corresponding month of 
1915: 


June July August Sept. 
1916 1916 1916 1916 
27 32 43 43 
50 47 48 52 
16 23 21 20 
39 39 38 30 
31 29 29 33 
40 29 26 33 
11 13 14 15 
26 23 20 21 

9 7 21 25 

12 8 10 12 

10 15 9 4 
Percentage of Wages in 


June, 1914 


WILL CONTINUE COMPENSATION 


THREE COMPANIES DENY RUMOR 


United States F. & G., Royal and Globe 
Satisfied With Their Experience 
and Encouraged 





Rumors that several companies are 
contemplating dropping compensation 
business after the first of the year were 
hotly denied this week. 

In a statement to The Eastern Un- 
derwriter, R. Howard Bland, vice-presi- 
dent of the United States F. & G. Co., 
said: 

“We have not the slightest idea from 
whence such a report originated as we 
have not the remotest intention of dis- 
continuing compensation business.” 

The Royal Indemnity Co. also was 
puzzled to understand how a rumor 
about the Company arose, It will con- 
tinue writing compensation. 

A. Duncan Reid, manager of the 
Globe, said: “The Globe will certainly 
continue writing compensation busi- 
ness.” 

The ringing statement of John T. 
Stone, president of the Maryland 
Casualty Company, characterizing as 
absolutely false the rumor that the 
Maryland contempla‘*es discontinuance 
of workmen’s compensation was read 
with a great deal of interest all over 
the country and his statement that the 
business “will probably concentrate in 
the course of years in the hands of 
comparatively few strong stock com- 
panies whose resources are sufficiently 
large and whose personnel is sufficient- 
ly skilful and experienced to deal suc- 
cessfully with the many problems in- 
volved in its conduct,” struck many 
underwriters as a good diagnosis of the 
situation. 

The Massachusetts Bonding & In- 
surance Co. made the following state- 
ment: “It is true our Company has de- 
cided to discontinue writing workmen’s 
compensation and employers’ after De- 
cember 31, next, but we shall continue 
writing all general lines of liability. 
including automobile, elevator, etc., and 
all lines general liability class, exclud- 
ing only compensation and employers’ ” 





The New York Academy of Medicine 
held a compulsory health insurance 
meeting last week, and was addressed 
by the following speakers: Hugh 
Frayne, American Federation of Labor, 
“Labor Man’s Point of View”; Dr. E. 
V. Delphey, “General Medical Practi- 
tioner’s Point of View”; Miles M. Daw- 
son, “Advantages of Compulsory Health 
Insurance.” 





Each Month Compared With 


(June—100) 





Clay and Glass Products.............. 


April May June July Aug. Sep. 
1916 1916 1916 1916 1916 1916 
102 109 114 98 116 121 





RE-INSURED BY CONTINENTAL 





Get Large Portion of Industrial Busi- 
ness of Casualty Company—W. L. 
Schnaring With Continental 





The speculation 
as to who will get 
the industrial ac- 
cident and health 
business of the 
Casualty Company 
of America with 
its annual pre- 
mium collections 
of about $250,000 
was settled when 
it became known 
this week that the 
Continental Casu- 
alty of Chicago had 
reinsured a consid- 
erable portion of 
it. 

An announce- 
ment also of great 
interest on the 
Street was that 
Walter L. Schnaring, superintendent of 
the agency staff of the Casualty Com- 
pany of America, goes with the Con- 
tinental Casualty as eastern superin- 
tendent of agents. Mr. Schnaring was 
formerly assistant United States man- 
ager of the General Accident, and, 
though young in years, his career has 
been remarkably extensive and his ex- 
perience valuable. He has an army of 
friends throughout the country. 

T. W. Leonard, manager of the 
metropolitan district of the Casualty 
Company of America, will also go with 
the Continental as will John V. Rath- 
bone, western manager. 





RE-INSURED BY AETNA 





Commercial Accident and Health Busi- 
ness of the National Life 
U. 8S. A. 


The Aetna Life has effected a re-in- 
surance arrangement covering the com- 
mercial accident and health business 
of the National Life of the United 
States of America. The National pro- 
poses to concentrate upon life insur- 
ance business and will not thereafter 
issue accident and healta polices ex- 
cept upon the’‘industrial plan and in 
conjunction with their policies of life 
insurance. 

This re-insurance arrangement was 
completed at Chicago on November 23 
while Walter C. Faxon, vice-president 
cf the Aetna, was in Chicago; becomes 
effective as of December 1 and carries 
with it, of course, the making of ar- 
rangements with the agents of the 
National through whom the accident 
and health business aad been placed 
with that Company to become identi- 
fied with the Aetna Life and its affili- 
ated companies. 
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ONE ACCIDENT CLAIM $15,000 








From the foregoing it appears that egg = Conveyances..'........ 150 155 156 155 155 167 
the revailin high estimates of ex- 0o a SO 116 112 114 113 117 124 : : 
perience by the’ companies writing Furs, Leather and Rubber Goods...... 134 137 142 144 143 139 ‘Insured Killed in Street Car Plunge 
compensation business, is made upon Chemicals, Oils, Paints, etc........... 138 137 140 140 141 = 141 Had Paid Travelers Only 
incomplete data; that due account has DE chika iah Raed, iene eae S owe e Es 109 114 120 128 126 123 $250 
not been taken of the rise in wages and Printing and Paper Goods............ 109 108 107 108 109 114 
the increasing payrolls from which ad- Textiles ......... 2 ceseeeeeeeeseceees 12106117) 122122120 128 Less than eight days after the acci- 
ditional premiums will be drawn when Clothing, Millinery, etc. .............. 121 104 103 93 101 120 dent at a Boston draw bridge, where 
audits are made. A further compari- Food, Liquors, Tobacco, etc. ......... 101 101 106 «105 106 107° fifty or more persons lost their lives 
son is given in the accompanying Water, Light ES | Se ree 86 87 93 95 97 103 by drowning, a draft for $15,000 was 





tables: 

The average increase in wages for 
all employments up to September, 1916, 
was found to be about 40 per cent. It 
is assumed that the wage increase has 
taken care of the increased compensa- 
tion payments by its high percentage 
of increase, even assuming that the 
compensation payments have increased 
at the rate of 50 per cent., generally. 

September, 1916, records shows ex- 
ceptionally high wage increases for 
particular industries, some of the high- 
est averages being the following, using 
June, 1914, scale as 100 per cent.: 


Industry Percentage 
Firearms, tools & cutlery...... 335 
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FIRE AND LIFE 


ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 








piaced in the hands of Edith W. Liv- 
ingston, of Brighton, Mass., by the 
Travelers Insurance Company. Her 
husband, Edward J. Livingston, was 
among the passengers on the ill-fated 
trolley car. He had taken out an acci- 
dent policy in the Travelers nine years 
ago, and his premium payments had 
amounted to only $250. The principal 
sum of the policy was $5,000 and there 
were $2,500 accumulations, making 
$7,500. This sum was doubled by the 
accident’s happening on a public con- 
veyance. 

Mr. Livingston was a business man, 
in charge of the Freeman & Cobb 
Company, whica deals in fish whole- 
sale on the Fish Pier in South Boston. 
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Stone’s Graceful Action 


The first story in the Maryland 
Casualty’s “Bulletin,” out this week, is 
a half column announcement of James 
F. Mitchell’s resignation. As has been 
published, Mr. Mitchell leaves the 
Maryland to go with the General as 
Assistant United States manager. In 
the course of his article President 
Stone says: “We relinquish Mr. Mit- 
chell’s services with the greatest re- 
gret, both personally and officially, and 
wish for him the complete fulfilment 
of all his expectations and ambitions.” 

* * * 


A $718 Ferry Trip 

The bond man of the Maryland in 
Philadelphia, L. J. Farley, finds it fat- 
tening, premiumly speaking, to ferry 
across the river; he went over into 
New Jersey not long ago and brought 
back from Camden a blanket bond with 
a premium of $718, says the Maryland 
“Budget.” 


- * a 
Federation Meeting 
Secretary Luckett, of the United 


States Casualty, was one of the casual- 
ty men at the meeting of the Insurance 
Federation of New York State this 
week. 
a *« * 
Writing a Texas Bond 

The Commissioner of Insurance and 
Banking in the State of Texas, Charles 
O. Austin, received recently a communi- 
cation from the State agent of a large 
surety company doing business in Tex- 
as, who wanted to know if it were a 





Wallace & Co., 
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WALLACE & CO. 





TO INSURANCE COMPANY EMPLOYEES 
Money for Christmas 


Do you want to make a substantial sum of money for yourself and effect a saving 
of 20% for your fellow employees on all candies purchased during the Holiday Season? 


manufacturers of high grade candies, are making a special arrange- 
ment with employees who wish to purchase candies on the club plan. 


For full particulars, address 


KELLY, Treasurer 


16 Cortland St., New York City 

















violation of the law for the Chicago 
agent to issue a fidelity bond on behalf 
of a person residing in Texas, the bond 
to be sent to the State agent to be coun- 
tersigned and there being no division of 
commission, as the State agent was paid 
an annual salary as State agent of the 


company. In view of the ruling of the 
Attorney General’s department recently 
on the question of insurance brokerage, 
Commissioner Austin put this proposi- 
tion up to the Attorney General’s de- 
partment. It is in answer to his in- 
quiry the Attorney General’s department 
states that an insurance company li- 
censed to do business in Texas can is- 
sue a policy through a non-resident 
agent, provided the policy is issued, 
signed or countersigned by a local agent 
and when such local agent does not re- 
ceive a commission on such policy. 
This transaction is not in violation of 
the insurance laws of the State, accord- 
ing to the Attorney General, and does 
not conflict with the ruling made re- 
cently on the question of insurance 
brokerage. 
” aa 
Triple Coverage Circular 

Goulden & Koch, managers of the 
Connecticut General, have issued a 
circular to brokers and agents, featur- 
ing the triple full coverage accident 
and bearing the caption: “One $24 
renewal a day will pay you a yearly 
income of $3,066 in commissions.” 





HAVE THE ZURICH 
Lippman & Lowy Co., Newark, are 
now general agents of the Zurich. 








judicial Risks Need 
Close Following Up 


MANY BONDED AS FIDUCIARIES 
IGNORE DUTIES 


Agents Rarely Appreciate Importance 
of Keeping Company Posted 
on This Business 





It is just as important to take care 
of judicial risks after they are written 
as it is to underwrite them, the Fideli- 
ty & Deposit Co. points out in discuss- 
ing judicial business in The Fidelity 
Journal; and in an effort to do this 
the Company is constantly examining 
files and making inquiries relative to 
the status of estates handled by fidu- 
ciaries, and also has a corps of spe- 
cial agents in the field investigating 
these cases. The Company says: 

All agents should appreciate the im- 
portance of following their cases, and 
if at any time they should learn of any- 
thing that may be detrimental to the 
interests of the surety in connection 
with judicial risks on the books, or that 
estates have been closed or litigation 
terminated, the home office should be 
immediately advised by letter in order 
that the bonds may be promptly can- 
celled, thereby olimminating any further 
inquiries. 

Should File hesniate 
It is the rarest thing for any agent to 


give the home office voluntarily infor- 


mation on any case jn their territory, 
nor do they always appreciate the im- 
portance of promptly answering com- 
munications or realize that the infor- 
mation sought is important for the 
proper conduct of the business. 

Judicial inquiries have developed the 


fact that a large percentage of per- 
sons bonded in a fiduciary capacity are 
either ignorant of their duties or de- 
liberately ignore the law that should 
govern their actions in connection with 
the handling of their trusts. Any num- 
ber of cases could be cited showing 
gross irregularities. 


A case was recently called to our at- 
tention wherein this Company bonded 
a& man as administrator cum testamen- 
to annexo of an estate. Inquiries were 
constantly made of the agent asking 
that the administrator be communi- 
cated with in order to have him file 
an account. . After several years an 
accounting was finally made, but not 
approved. It is generally a difficult 
matter to file an account covering an 
extended period that will be approved 
by the court, as fiduciaries ofttimes fail 
to keep proper vouchers or same be- 
come lost or mislaid. Exceptions were 
filed to this account and in all proba- 
bility the risk will cost us many times 
more than the premium received, sim- 
ply on account of failure of the local 








Surety Qualifying Powers 


Based on Financial Statements for the Quarter Ended 
September 30, 1916 


COMPANIES 
National Surety 
American Surety 
Fidelity & Deposit 
Aetna Accident & Liability 
Fidelity & Casualty 
United States Fidelity & Guarantee .. 
Maryland Casualty 
Massachusetts Bonding & Insurance .. 
Royal Indemnity 
New Amsterdam Casualty 
Globe Indemnity 
Hartford Accident & Indemnity 
United States Guarantee 
Seuthern Surety 
International Fidelity Insurance 
London & Lancashire Indemnity 
American Indemnity 
*Equitable Surety 
Fennsylvania Surety 
American Bonding 
*New England Equitable Insurance ... 
*Title Guarantee & Surety 
+Casualty Co. of America 
*American Fidelity 
Chicago Bonding & Surety 


Total 


“*This company has ceased to write fidelity. 


Limit on any 
one bond 10 


Surplus and per cent. of 

undivided capital and 

Capital profits surplus 
$3,000,000.00  $3,888,360.38 $688,836.04 
5,000,000.00 1,780,198.52 678,019.86 
3,000,000.00 1,900,343.14 490,034.31 
1,000,000.00 3,097,419.24 409,741.92 
1,000,000.00 2,654,766.04 365,476.60 
2,000,000.00 1,425,102.64 342,510.26 
1,500,000.00 1,608,746.35 310,874.64 
1,500,000.00 429,401.03 192,940.10 
1,000,000.00 501,633.86 150,163.39 
1,000,000.00 332,122.96 133,212.30 
750,000.00 513,953.84 126,395.38 
800,000.00 305,430.90 110,543.09 
250,000.00 610,358.94 86,035.89 
600,000.00 234,835.51 83,483.55 
300,000.00 502,526.05 80,252.60 
750,000.00 49,773.66 79,977.37 
500,000.00 242,957.17 74,295.71 
500,000.00 111,794.52 61,179.45 
250,000.00 345,377.48 59,537.75 
375,000.00 34,637.68 40,963.77 
1,000,000.00 611,797.55 38,820.25 
250,000.00 70,478.61 32,047.86 
750,000.00 432,662.43 31,733.76 
305,500.00 15,173.92 29,032.61 
250,000.00 4,967.37 25,496.74 


27,630,500. 00 $19, 585,551, 99 $4,721,605.19 





Capital impaired. 








RIGHT TO CANCEL A BOND 





A Letter Bearing Upon Public Officers’ 
Surety Sent to Town Boards 
Up-State 





Bearing upon the subject of cancel- 
ling of public officers’ surety bonds 
during their term of office; it has come 





agent to comply with our ncaien re- 
quests for accountings. 


This case strongly emphasizes the 
necessity of requiring fiduciaries from 
time to time to file accounts and have 
same formally approved. Even though 
the heirs and fiduciaries are closely re- 
lated, this is no reason for the waiv- 
ing of our requirements, as this fact 
often makes it more difficult for them 
to agree and family disagreements are 
at times bitter. 





There are also cases arising from 
time to time where the Company’s 
agent is acting as joint control custo- 
dian of the negotiable assets in which 
we are called upon to pay losses. 








THE ROOKERY 
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— AMERICAN AccIDENT INSURANCE © 


CHICAGO 


AGENCY OPEN/NGS [N 
44 STATES 








to the attention of The Eastern Under- 
writer that the Syracuse branch office 
of the American Surety Co. sends out 
the accompanying letter. It is a sub- 
ject which comes up often among the 
bonding agents. 


“To Town Boards, Approving Officers 
and Others: 


“Gentlemen: Occasionally we receive 
a letter from a town board or from a 
county officer, stating that our bond is 
to be superseded at renewal date by 
either another corporate bond or by 
personal securities and we are asked to 
cancel our bond from that date. 


“We have no desire to be disobliging 
in these requests, but the law of surety 
is of such effect that we cannot comply 
with these requests if it is during the 
term of office of the bonded party. 
Taere is no court, no board nor super- 
ior officer who has the legal right to 
cancel a bond during the term of office 
or a bonded official. Even though a 
new bond were filed and a loss or suit 
of any kind came up some years after- 
ward, the first surety could be held 
for the entire term of office—especially 
would the first surety be held if the sec- 
ond bond was in the least invalid or if 
the personal bondsmen were dead and 
their estates had been distributed. 


“Therefore, please do not ask us to 
cancel a bond during the term of office 
of a bonded official, except in the case 
cf a town tax collector where the law 
specifically provides that a new bond 
must be filed annually to cover each 
yearly tax roll and also with the excep- 
tion of a supervisor’s highway money 
bond or his school money bond—in 
which cases a new bond or its equiva- 
lent should be filed annually. We be- 
lieve that the attorney for your board 
will agree with us.” 


L. E. Whittac is manager and A. B. 
Fuller, assistant manager of the Syra- 
cuse Office, 
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With Local Agents 








| Special Talks 











A very considerable 


Surety Business amount of surety 
Drifts Among business goes from 
the Companies one company ‘Oo an- 
other as it expires, 

entailing a large increase in acquisi- 
tion cost to this rehandling. Too 


small a proportion of the business is 
renewed from year to year. One reas- 
on for this is politics or business ex- 
pediency and competition pries the 
lines loose and to a certain extent they 
drift from one company to another. 

Some comment is made along this 
line by the Fidelity & Deposit Com- 
pany which says: 


“What becomes of Fidelity renew- 
als—your renewals—our renewals; 
ir fact, the renewals of any insur- 
ance agent or company? Suppose 
» million dollars in new and renew- 
al premiums were writ:en last year. 
It is obvious that this year was be- 
gun with one million dollars of busi- 
ness on our books. Now suppose the 
tetal business this year had increased 
two hundred thousand dollars. This 
means a total in premiums written of 
twelve hundred thousand dollars. If 
the old business, less the proportion 
which is cancelled during the year in 
the usual course of business and which 
will amount to about one hundred 
thousand dollars, has been held, three 
hundred thousand dollars in new busi- 
ness and nine hundred thousand dol- 
lars in renewals will have been writ- 
ten, Theoretically, this is as it should 
be, but as a matter of fact, it is an 
ideal never attained. 


“What actually happens? As a mat- 
ter of fact, perhaps fifty per cent. of 
the twelve hundred thousand dollars, 
or six hundred thousand, represents 
renewals, and fifty per cent., or six 
hundred thousand, is new _ business. 
The total of our business is increased 
only two hundred thousand, but six 
hundred thousand in new business is 
put on tne books to do it. Again, 
what has become of the renewals? 
What became of that extra three hun- 
dred thousand? You answer. A great 
pertion of our new business was the 
old business of some other company, 
aud other companies wrote as new 
business some of our old. This may be 
so, but why? 

“Renewals reduce management ex- 
pense ratios not only for the company 
but for the agent as well. There are 
ne new applications to secure; trere is 
10 correspondence to be conducted rel- 
ative to information which was prob- 
ably lacking in the application, but 
which was essential to the approval of 
the risk. The agent is not required to 
make up new folders and records, as is 
the case with new applications, and fi- 
nally, the delivery of renewals to the 
agent, and through him to the employ- 
er, is more prompt than the delivery 
ci new bonds, for the reason that no 
investigation of the applicant is neces- 
sary.” 


+ ao ” 
When, therefore, an as- 
When sured who failed to give 
Notice Is the notice provided in 
Not Given the policy asks or ex- 
pects indemnity, he is 


asking or expecting something beyond 
the policy, something that is not due 
him under the contrac:, something to 


which ie is not entitled, says the 
American Casualty Co. 
It is sometimes said that declining 


a claim because of non-compliance with 
the notice provision is technical, forces 
a hardship on the assured; and tha: if 
evidence can be adduced showing the 
occurrence of the accident, the assured 
should receive his indemnity. It is not 
a hardship. When the assured applied 
for the policy he did not say that he 
would reserve to himself the right to 
report a disabili:y at his convenience. 
If he had made such reservation, the 


insurer would have quoted him a high- 
er premium. The premium quoted and 
accepted covered disabilities imme- 
d.ately reported. Manifestly, the delay 
in reporting a disability largely obliter- 
ates the evidence and knowledge of dis- 
ability, which means an increase of 
cost. The whole thing is a ma:ter of 
contract, exacting alike on the insurer 
and insured, which, not having been 
modified, stands as drawn. 
+ * Es 


Samuel S. Perry, vice- 


Depository president of the Mas- 
Bonds Being sachusetts Bonding and 
Written Now Insurance Co., points 


out that the present is 
a favorable time to go after depository 
bonds. It is the general rule that in 
most States the largest tax receipts oc- 
cur during the months of June and July 
ard later in October or November, due 
largely to the fact that many taxpayers 
yu ake payments in order to save inter- 
est and in some cases to obtain dis- 
counts which are offered. Tais month 
and next will show these large pay- 
ments made in many places. Almost 
universally as soon as the money is 
paid over it is immediately passed on 
to the State, county of city treasurers, 
as the case may be, and also imme- 
Ciately passed over to banks, and this 
makes necessary depository bonds. 
In the Company’s paper “The Co-or- 
dinator,” Vice-president Perry says: 
“If you have not already paved the 
way for securing this line of business, 
telephone immediately to your State, 
county or city treasurer and ascertain 
what banks are bidding for the depos- 


ite of funds. Then make an appoint- 
ment with the proper persons in the 
banks named and arrange to furnisn 


the depository bonds which will be re- 
quired. 

“Watch the financial papers and 
newspapers for information concern- 
ing municipal bond issues for the build- 
ing of schoolhouses and other kinds of 
public buildings or improvements. The 
proceeds of these bond issues will also 


result in public deposits and the ac- 
companying depository bonds. Make 
the most of these opportunities. Watch 


ycur competitors and anticipate their 
every move. Close attention to the de- 
nository bonding line is eertain to re- 
sult in great satisfaction to you.” 

+ os s 


Insurance of plate glass 


Getting in new buildings is not 
Plate Glass as a rule profitable to 
Business the insurer, says the 


Prudential Casualty 
“Fieldman,’ bu: if you cannot get busi- 
ness on old buildings, keep your eyes 
open for business on new ones. The 
papers will advise you well in advance 
and you have always an equal chance 
of being the successful early bird. We 
do not insure contractor’s risks or glass 
in any incompleted building, but apart 
from that we will take a chance on a 
new building in view of the possibility 
of subsequent renewals. 

The cost of plate glass has, within 
the pas: cwelve months, increased in 
the neighborhood of one hundred per 
cent. The cost of plate glass insurance 





A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


GEORGIA CASUALTY COMPANY 


MACON, GEORGIA 


Surplus and Reserves as to Policyholders over $1,000,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


W. E. SMALL, President 


HEALTH IABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 187% 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 
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Paid-In Capital $1,500,000 





DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








almost without territorial exception has 
not yet increased. The fact presents a 
powerful argument for you. 

t - = 


The value of the human 


Value of element in business is a 
the Human value frequently over- 
Element looked by the employer 

as well as by the em- 


p'oye, the Standard Accident points out 
in “The Cog.” If an employer is willing 
to pay the employe or if he draws for 
himself from the business a salary of 
$5,000 a year, he is, in actual business 
parlance, paying 5 per cent. on $100,- 
000 of invested human elemen*. 

That $100,000 of human element capi- 
tal is insurable. It is just as insurable 
as the other par:s of the plant—the 
machinery, the puiidings, etc. If it is 
insurable, the employer should insure 
that for his own benefi:. If the loss of 
the employe means a business loss to 
him, then, as a business proposition, he 
should purchase insurance to protec’ 
against that loss. This is business in- 
surance and is a talkable feature in 
the office of any merchan* or manufac- 
turer in your territory. 

If the employe is receiving $5,000 per 
year in salary, then he must have a 
$100,000 human plant that is insurable. 
His $5,000 property is insured; why not 
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Resident Manager 
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his $100,000 property? Ask the employe 
and see. 

In case of loss to either the employer 
or the employe or the employe’s family, 
that loss is irreparable. Time lost can 
never be recovered. An arm, an eye, a 
leg or a life once lost is gone forever. 
Any material loss in other property 
may be subject io replacement or to 
repair. Damage to the human element 
or loss of the human capital is a loss 
which cannot be repaired or replaced, 
but which can be compensa‘ed for to 
some extent by accident or disability 
insurance. It is a nost insurable part 
of the business. A list of your com- 
pensation or employers’ liability risks 
is a splendid list of prospects for this 
article. 


LARGE GUARDIAN BOND 

One of the largest guardian bonds to 
be written in Central New York this 
year, has just been executed by the 
Syracuse branch office of the American 
Surety Company in the guardianships 
in the estate of the late John E. McIn- 
tosh of Auburn, N. Y. The total of the 
two bonds was $1,616,000 and the pre- 
miums were over $2,000. Mr. L. BE. 
Whittic is manager and A. B. Fuller 
assistant manager of the above office. 


‘the Kmployers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
&IABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Building, 
%3 Broad Street, Boston, Mass. 


ACENTS WANTED 





20 THE EASTERN UNDERWRITER 


December 1, 1916. 





. . AN EIGHT YEAR 
Minneapolis Fire & Marine RECORD 


Insurance Co. os, 
lished 
of Minneapolis CAPITAL SURPLUS 


ASSETS - - $784,979.27 
LIABILITIES’ - - 538,843.30 
NET SURPLUS - 246,135.97 


Comparative Growth $172,981 
$200,570 
$228,203 
$241,422 


Increase Increase 
Ir Assets In Reserve 


1913 - $88,052 $61,854 
1914- 98,979 67,229 
1915 - 109,855 83,163 








FRED C. VAN DUZEN, President ALFRED STINSON, Secretary 


ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING A 
NEW DISABILITY CLAUSE 


OVAMINUIUTUAU HAA 








Under this latest form, if the Insured be- 
comes totally and permanently disabled he 











The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 


ARTHUR E. CHILDS, President 





The Agents’ Winning Combination 
LIFE—ACCIDENT AND HEALTH—INSURANCE 


Covering Permanent and Total Disability, 
and Weekly Indemnity for loss of time 





The Policyholders’ Winning Combination 


Guaranteed Cost and Good Service 





FOR AGENCIES AND SPECIMEN POLICIES, ADDRESS THE COMPANY 





rece:ves an income for life, without reduc- 
ing the income payable to the Beneficiary 
after his death, any sums thus paid to him 
being in addition to and not in place of the 
income the Beneficiary will subsequently 
receive. Itisa form that may fairly be said 


to sell itself. Those seeking the latest and 


best in life insurance will do well to 
investigate. +: + 
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THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U.S. 
120 BROADWAY, NEW YORK 











Pan-American Life Insurance Company 


New Orleans, Louisiana 


Cc. H. ELLIS E. G. SIMMONS 
President Vice-Pres. and Genl. Mgr. 
OUR RECORD 
Insurance in force ............ (over) $40,000,000.00 
Total Rasemrees oc cei csc cc ce c,es (over) 5,250,000.00 


The recent merger of the Meridian Life with the Pan-American Life has opened up several 
rich and important territories in the South and North Central section, which will be 
assigned to Managers capable of handling and inspiring an agency organization of high- 
grade men. A rare opportunity to ambitious men to establish themselves in an inde- 
pendent and permanently profitable business. 


Address E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, LOUISIANA 

















Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 


to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 
WEEK throughout the yenes of disability. Can insurance do MORE? And why 
should any man be satisfied with a policy that would do less? The cost is low. 
Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building - Concord, New Hampshire 


| will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 





WORTH KNOWING | 























Capacity For Local Agents 
You can — our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 
Nicollet Ave. 


btruta” a INNEAPOLIS 


23 Leadenhall St. 
LONDON 


19 Cedar St. 


1015 California St. 
EW YORE DENVER 


Ford Bl 17 St. John St. 
DETROI MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


FIRE ASSOCIATION pumaderenta 


Oftice: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $9,091,141 


_ ©. IRWIN. President T. H. CONDERMAN, Vice-President ¢ 
BG! M. G. GARRIGUES. Sec. and Treas." 
R. N. KELLY, Jr., Asst. Sec. and Treas. R17 














A Good Personal Producer and Organizer 


can secure a GOOD CONTRACT for GOOD Western TERRI- 
TORY with a GOOD old line MUTUAL life insurance COMPANY. Of 
all MUTUAL companies WEST of PHILADELPHIA it is SECOND to 
none in STRENGTH—assets to liabilities, and is FIFTH in SIZE— 
insurance in force. Increase in new business to September Ist, 45% 
above the same period last year, and 1915 was a good year. Oklahoma 
and Southern California open now. 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINN. 
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